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iy the ’60’s and ’70’s these representatives of The Travelers 
Insurance Company, Hartford, Connecticut, demonstrated their 
ability to contribute materially to the service and security re- 
ceived by policyholders. 


Now, as then, Travelers producers are ready and willing to 
render valuable assistance to their clients. In addition, they are 
in a position to offer policyholders the sound advice and 
broad experience of company experts. 


It pays to represent The Travelers. 
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NEW YORK LIFE CELEBRATES ITS NINETIETH ANNIVERSARy 





THE EDUCATION OF A PRESIDENT 


A BIOGRAPHER of James A. Garfield, 
twentieth President of the United 
States, writes: “The struggling, hard- 
working boy had developed into a 
self-reliant man... 

“He had saved from his school-teach- 
ing and carpenter work about half 
enough money to carry him through 
the two years in which he thought he 
could finish the ordinary college course. 
He was growing old, and he determined 
that he must go that fall. 

“How to procure the rest of the 
needed money was a mystery; but, at 
last, his good character, and the 
good will this brought him, solved the 


question. 


“He was in vigorous, lusty health, 
and a life insurance policy was easily 
obtained. This he assigned to a gentle- 
man, who thereupon loaned him what 
money was needed, knowing that if 
he lived he would pay it, and if he 
died the policy would secure it.” 

Garfield attended Williams College, 
graduating in 1856. Thus did life in- 
surance play a part in starting him 
upon a career which was finally crowned 
with the Presidency. 

Later in life President Garfield 
insured for $25,000 through a repre- 
sentative of the New York Life. 
He had paid the first premium on this 
policy only a few months before an 


assassin’s bullet made him one of our 
martyred Presidents. 


90 Years... 1845-1935 


This year New York Life celebrates its 
Ninetieth Anniversary. Including Gar. 
field, seven Presidents of the United 
States were insured in New York Life 
at the time of their death. Most recent 
was Calvin Coolidge, a member of the 
Company’s Board of Directors am 
Chairman of its Agency Committee 
Ask the New York Life represen tative 
in your community for our “Ninetieth 
Anniversary” booklet. Or write for a copy: 


Make Life Insurance 
The Foundation of Your Financial Program 


SAFETY IS ALWAYS THE FIRST CONSIDERATION . . . NOTHING ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


A MUTUAL COMPANY 
THOMAS A. BUCKNER, President 









New York Life Emblem Since 1859 


(The above advertisement appears in The Saturday Evening Post, Collier's, Time, The Literary Digest and American Magazine.) 
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LIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, FEBRUARY 22, 1935 





$3.00 Per Year, 15 Cents a Copy 





Missouri Code Is 
Topic of Hearing 

Fraternals Lead Opposition, with 
Other Groups of Companies 


in Support 


HEARING BY COMMITTEE 


* Societies Protest They Would Be 


“Crucified” if the Code Should 
Be Enacted 


JEFFERSON CITY, MO., Feb. 21.— 
The first hearing for opponents of the 


' proposed Missouri insurance code was 


conducted by the senate insurance com- 
mittee here last week and was dom- 
inated by fraternal societies, although 
life assessment companies, mutual fire 
and casualty companies, farmers mu- 
tuals, and burial societies also were 
heard. 

Another meeting of the committee 
was held Thursday of this week when 
other opponents expressed their views. 

About 100 representatives ot the 38 
leading societies of the state attended, 
and through their spokesmen, chief of 
whom were Norman E. Patrick, supreme 
treasurer Catholic Knights of America, 
St. Louis, and Frank M. McDavid, di- 


/ tector Modern Woodmen of America, 


Springfield, vigorously protested being 
included in or referred to in the code. 


Principal Objections Cited 


_ Principal objections of societies to be- 
ing subject to the general insurance laws 


| of the state were: 


That the proposed code proceeds on 
the theory that societies are not entitled 
to recognition in Missouri law. Thus 
they would have to reorganize on the 
—_ basis as old line life companies or 
retire, 

That the code would subject them to 
the 2 percent premium tax. But every 
State, including Missouri, has exempted 
them from taxation for years because of 
their social welfare activities. 

The annual license fee for examination 
of solicitors could not be met by fra- 
ternals, they contend, because they are 
dependent on their members for new 
memberships, and could not afford to 
icense every lodge member. 

hat under the proposed code frater- 


| tals would not be permitted to buy the 


bonds of churches, schools and similar 
endeavors, although a considerable 
amount is now invested in such projects. 

at placing the power to designate 
a depository for securities in the hands 
ol the superintendent might lead to dif- 
ficulties, 

Fraternals asserted that the present 
fraternal code has proved adequate. They 
said there have been no fraternal fail- 
ures in the state and no mergers. 
yenator Crouse of St. Joseph asked 
Mr. McDavid whether the purely fra- 
ternal activities of the societies might 
fot be divorced from their insurance 
Operations and the latter activities be 
(CONTINUED ON PAGE 27) 





Important Illinois Merger 
Has Now Been Consummated 





ILLINOIS BANKERS EXPANDS 





Monmouth Company’s Insurance in 


Force Stands at $130,000,000 With 
Absorption of Abraham Lincoln 


SPRINGFIELD, ILL., Feb. 21.— 
Final obstacles to the reinsurance of the 
entire business of the Abraham Lincoln 
Life of Springfield by the Illinois Bank- 
ers Life of Monmouth, III., were cleared 
away Monday. Stockholders of both 
firms, meeting at the respective home of- 
fices of the two companies, approved 
the contract, and Insurance Director 
Palmer late the same night also ap- 
proved the deal. It becomes effective 
immediately. 

The terms call for immediate cash pay- 
ment of $100,000 to the Springfield com- 
pany and an additional annual sum of 
$10,000 for five years to be paid to stock- 
holders of the Abraham Lincoln from 
savings brought about by a change in 
the handling of certificates and policies 
of the Springfield Life, one of several 
companies that were absorbed previously 
by the Abraham Lincoln. 


Full Liability Assumed 


Approximately $60,000,000 insurance 
and $13,000,000 in assets are transferred 
to the Illinois Bankers, which assumes 
full liability for all the policies, agency 
contracts, and other obligations of the 
Abraham Lincoln. The Illinois Bank- 
ers with the addition of the Springfield 
company’s business, now has more 
than $130,000,000 insurance in force, 
$31,000,000 in assets, 100,000 policyhold- 
ers, and reports surplus and capital over 
all liabilities of more than $1,000,000. 

Stockholders of the Abraham Lincoln 
met at 10 a. m. and more than 72 per- 
cent of the stock was voted in favor of 
accepting the proposal. The stockhold- 
ers of the latter company at an early 
hour met at Monmouth and accepted 
the terms. 

According to a statement issued by 
R. H. Turnbull, president of the Abra- 
ham Lincoln, directors considered a 
number of bids but believed the Illinois 
Bankers’ proposition “to be to the best 
interest of the policyholders and stock- 
holders.” Of the 10,000 shares out- 
standing, he said, 8,768 were represented 
at the gathering. 

It was announced subsequently that 





State Commission Engaged 
in Revising First Draft 





ILLINOIS CODE IS DISCUSSED 





Executive Sessions Are Being Held 
Preparatory to Drafting Bill 
for Legislature 





SPRINGFIELD, ILL., Feb. 21—The 
state insurance commission, created last 
year to prepare a new Illinois insurance 
code, will convene in executive session 
here early next week to study the final 
revision of the code before it is pre- 
sented to the general assembly for legis- 
lative action. The code, written under 
the direction of Insurance Director Ern- 
est Palmer, must be passed by both 
branches of the legislature before it be- 
comes a law. 

The commission met Monday and 
again Tuesday in executive session to 
study the code revision, but adjourned 
abruptly Tuesday to attend a joint ses- 
sion of the assembly, called to probe 
the administration and expenses of the 
Illinois Emergency Relief Commission. 

The code was written late in 1934 and 
distributed by Director Palmer for per- 
usal of insurance companies. A number 
of suggestions and changes were inade, 
and Mr. Palmer since then has been 
busy making a number of revisions. 

He stated today that he hopes to have 
the code in shape for introduction in the 
legislature by March 1. He has inti- 
mated that the revisions will not be 
shown to insurance companies prior to 
their appearance in the legislature. 
Printed copies, he said, will be available 
about that time for those desiring to 
study them. 








the home office of the Illinois Bankers 
Life will continue in Monmouth, while 
the home office of the Abraham Lincoln 
will be used for an indefinite period as 
headquarters for the company’s accident 
and health business, the charter of the 
Illinois Bankers having been amended to 
permit it to continue those lines in addi- 
tion to life. A substantial portion of 
the office personnel in Springfield will 
be retained in this connection. 

O. F. Davis, agency director of the 
Abraham Lincoln, will have charge of 
the health and accident sales, and Dr. 
John R. Neal, secretary Abraham Lin- 
coln, will supervise the underwriting of 

(CONTINUED ON PAGE 27) 





EW YORK, Feb. 21.—Life 
N insurance started the year 

with an increase of 24 per- 
cent in new production in January, 
according to the Life Presidents 
Association. The report, which ag- 
gregates the figures of 42 com- 
panies having 83 percent of the 
total life insurance outstanding, 
shows that the new paid life in- 
surance of these companies—exclu- 
sive of revivals, increases and divi- 





January Sales Up 24% 


dend additions—amounted to $824,- 
903,000 last month against $665,- 
457,000 in January, 1934. 
Ordinary was responsible for the 
increase, totaling $601,300,000 last 
month, against $435,676,000 in Jan- 
uary, 1934, an increase of 38 per- 
cent. Industrial was $196,255,000 
against $197,108,000, decrease .4 
percent; group $27,348,000 against 
$32,673,000, decrease 16.3 percent. 











Cochrane Is Under 
Fire in Colorado 


Accused of Mis- 
conduct and of Knowing of 
Illegal Acts 


Commissioner 


INVESTIGATION STARTED 


More Indictments Returned in Ameri- 
can Life Scandal—Inquiry Reaches 
the Insurance Department 


DENVER, Feb. 21.—Delving deeper 
into the affairs of the American Life of 
Denver, the county grand jury, which 
recently indicted three officers, and two 
former officials on five different counts, 
reindicted the five on several more 
counts. At the same time, an indict- 
ment was returned against F. E. But- 
ton, manager of the Colorado General 
Agency, said to have been organized as 
the Colorado agency for the American 


Life. — 
The state senate investigation of the 


insurance situation in Colorado, brought 
about as the result of the American Life 
scandal, went ahead, but with few re- 
sults. The legislature adjourns early 
next month. Stricter insurance laws 
have been urged as the result of the 
opening of the probe. 
Indictments Are Explained 


In the new indictments, President C. 
W. Helser, and Secretary A. R. Seebass, 
Jr., are charged with confidence game. 
Another indictment, this against Helser, 
Seebass, Button, and Vice President N. 
J. O’Hanlon, alleges conspiracy to em- 
bezzle and conspiracy to commit confi- 
dence game. The third, against Helser, 
O’Hanlon and Seebass, together with 
the two former officials, F. A. Heath 
and E. W. Larson, charges conspiracy 
to commit larceny by bailee and em- 
bezzlement. 


The confidence game _ indictment 
against Helser and Seebass charges that 
Seebass, head of the firm’s loan depart- 
ment, made an appraisal of a residence 
which Helser wanted to buy, fixing its 
value at $16,000. According to the dis- 
trict attorney’s office, W. F. Scheune- 
man, comptroller of the company, was 
persuaded to sign papers including ap- 
plication for an $8,000 loan to purchase 
the residence, and a warranty deed 
transferring to Helser the property 
title. It is charged that although he has 
never had the property, Scheuneman’s 
$8,000 note and the mortgage he gave on 
the property are held by the insurance 
company. Helser defends himself by 
pointing out that the transaction was 
perfectly legal and he has already paid 
$600 on the note. 

The indictment alleging conspiracy to 
embezzle and commit confidence game, 
against Helser, Seebass, O’Hanlon and 
Button, is based on the alleged diver- 
sion oi $1,500 of company funds in 


connection with obtaining bonds for the 
(CONTINUED ON PAGE 28) 
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Insurance Survey Results 





Some of the Deductions Drawn from the Questionnaire 
Sent Out to Business Concerns by the National 
Association of Credit Men 





NEW YORK, Feb. 21.—In view of 
the agitation on a hundred fronts for 
social securitf’ of as many different vari- 
eties, it is interesting to learn what one 
large segment of leading American busi- 
ness is doing for its employees along 
these lines. Of the four major problems 
of social security—old age, disability, 
death of the wage-earner, and unemploy- 
ment—life insurance companies provide 
group insurance, for all except unem- 
plovment, largely paid for by the em- 
ployers. According to a survey re- 
cently made by the National Associa- 
tion of Credit Men among 12,000 manu- 
facturers and 10,000 wholesalers, 60 per- 
cent of these firms that qualify for the 
insurance offer their employees’ fami- 
lies insurance against the death of the 
wage-earner, 5 percent give insurance 
against old age, and 20 percent against 
disability—in addition, of course, to com- 
pensation insurance. These data were 
taken from the results of the market 
survey by Jarvis Woolverton Mason of 
the London Assurance and associated 
fire companies. Although these compa- 
nies do not write life insurance they will 
publish all the results of this survey in 
booklet form for their agents. 


Some Results of the 
Survey Are Shown 


The questionnaire asked for the num- 
ber of employees in each concern. Sixty- 
two percent of the entire group have 
more than 37 employees and it was as- 
sumed that these firms would qualify for 
and should have group insurance. Of 
the 3,900 wholesalers who fall in this 
class, 3,400 have group life insurance. 
Of the 9,600 manufacturers who need it, 
less than 6,000 have it. Among the 
wholesalers all prospects had been so- 
licited by salesmen. Among the manu- 
facturers less than 1,400 of the remain- 
ing 3,600 prospects had been solicited 
for this kind of group insurnce. 

The same numbers qualify for group 
insurance, or annuities, and only 5 per- 
cent of the firms involved had so in- 
sured their employees. Testimony to 
the fact that life underwriters are not 
such diligent salesmen as they are popu- 
larly considered lies in the fact that of 
the remaining 13,000 prospects for this 
type of group insurance less than 700 
have been approached by life insurance 
salesmen. 

There are 13,600 of these firms that 
qualify for these types of group insur- 
ance. Among the manufacturers 1,900 
have group disability insurance and 
among the wholesalers 800 have it, or a 





President T. M. Riehle 
Visits Herbert Hoover 





Former President Herbert Hoo- 
ver, newly elected director of the 
New York Life, was welcomed 
into the life insurance fraternity 
at the Waldorf-Astoria Hotel, 
New York City. shortly before he 
returned to California, by T. M. 
Riehle, president National Associ- 
ation of Life Underwriters, as 
spokesman for the life insurance 
field forces generally. Mr. Riehle 
called on Mr. Hoover in Washing- 
ton when he was President, as 
chairman of the program commit- 
tee of the annual convention of 
the National Association of Life 
Underwriters in San Francisco. 
Following this visit, Mr. Hoover 
wrote to Mr. Riehle his opinion of 
ys insurance in an appreciative 
etter, 














total of 2,700 which is about 20 percent 
of the total qualified. Insurance sales- 
men have done a little better here, for of 
the remaining 11,000 prospects they have 
tried to sell this type of insurance to 
2,200. “But for such a reputedly pave- 
ment - pounding, prospect - searching 
group, calling on 20 percent of the real 
prospects is hardly an amazing record,” 
said Mr. Mason. 

The survey also queried these leading 
American firms about a plan which over 
the years has proven a successful way of 
helping men pay for their life insurance: 
the salary allottment or salary deduction 
arrangement whereby when a policy- 
holder gets his policy he authorizes the 





cashier or paymaster of the firm for 
which he works to deduct the necessary 
small amount from his pay check and 
send it direct to the life company. The 
same number of firms qualified for this 
plan and of them only 16 percent have 
installed the plan. And though more 
life men are trained in this branch of 
insurance selling, only 14 percent, or 
11,500 prospects have ever been ap- 
proached. 

The other application of life insurance 
in business, insuring the life of a key 
executive for the benefit of the firm, or 
insuring the life of a major stockholder 
or partner for enough to buy out his 
share, or insuring the officers to provide 
pensions at retirement age, is not as 
generally used as is group life insur- 
ance, but far more used than the other 
types of group insurance. It was 
roughly estimated that half of these 
22,000 leading firms need business life 
insurance for any one of a number of 
purposes. On this basis 56 percent of 
the prospects, or 6,200, have such insur- 
ance. Of the remaining 4,800 prospects 
salesmen have tried to sell this kind of 
insurance to a little over 1,700 of those 
covered by the survey. 





Must Do Two Fisted Job 


Multi-Million Dollar Producer Gives Some Advice 
as to Getting Prospects to Act on the Arguments 





NEW YORK, Feb. 21.—No matter 
how good an estate plan the life agent 
presents to his prospect, he must be 
prepared to do a two-fisted selling job 
if he expects the man to take action, 

H. Burns, multi-million dollar pro- 
ducer of Philadelphia, told members of 
New York City C. L. U., at their Feb- 
ruary meeting. 

“You’ve got to appeal to his senti- 
ment,” said Mr. Burns. “You’ve got 
to make him realize that no matter how 
good this plan is, it isn’t going to do 
his family any good unless it has been 
put into force before he dies, and no 
one can tell when his turn will come, 
when he will have passed up his last 
opportunity to put into effect this plan 
which he has agreed is the best possible 
one for his situation.” 

Mr. Burns recommended a simple, 
clear-cut story on the first interview, 
presented in a confident manner. Many 





agents, he said, are timid on their first 
interviews, failing to realize that while 
the prospect may be confused on some 
of the points of a complex plan, he 
never has the slightest trouble in per- 
ceiving the agent’s lack of confidence. 

There are usually just three needs 
for life insurance, the speaker said: (1) 
cleanup; (2) backlog; and (3) invest- 
ment, which is the outcome of the first 
two. It is far better to have four ex- 
cellent arguments for each of first two 
and three for the last, than to have 
more reasons, as additional arguments 
tend to weaken those already given. It 
is far more effective to go back and 
give the original ones over again, he 
said. 

Mr. Burns’ method is to send out a 
tax news service to prospects for two 
or three months, and then have his 
secretary call them up and ask if they 





Financial Section Officers 











HARRY WADE, Indianapolis 


At the meeting of the Financial Sec- 
tion of the American Life Convention 
in Chicago this week the deliberations 
were presided over by Chairman E. B. 
Raub, Jr., general counsel of the La- 
fayette Life, with Harry Wade, assist- 
ant to the president of the United Mu- 
tual Life of Indianapolis, secretary. 





E. B. RAUB, JR., Lafayette, Ind. 


Thus two Hoosiers, sons of well known 
Indianapolis company officials, carry on 
in a capable way. Mr. Raub’s father is 
president of the Indianapolis Life and 
Mr. Wade’s father, until his death, was 
president of the United Mutual Life 
and was a big factor in the organization 
during his administration. 











Plan Adopted by . 
Continental for 
General Agents 


| 


The Continental Assurance of (Chi. 
cago is trying out a plan of training jt 
general agents and developing they 
along lines that the company has care. 
fully mapped out. It calls in a group 
of 12 to the home office and for a cer. 
tain number of days they are py 
through intensive work. Officials out. 
line and explain the plan for developing 
territory, recruiting agents, training mep 
and handling the work. hese men 
then are sent back to their headquarter; 
to try out the suggestions that have 
been made. They are given careful jn. 
struction just how to proceed. 

Eight weeks thereafter each group js 
to be recalled. By that time the general 
agents will have had opportunity to try 
out the campaign that the home office 
inaugurated. Its weaknesses as well a 
its strong points will come to the front, 
The ability of the men to put into ex. 
ecution the methods suggested will be 
known. There will be an exchange of 
views and maybe some modification of 
the course. If it is necessary each grow 
will be recalled after another eight 
weeks. In this way the officials feel 
that they can get implanted in the minds 
of general agents the steps in the pro- 
cedure desired. While a campaign may 
be outlined and general agents retum 
to their territory there is no way to 
check it up unless there is a return to 
headquarters and the ground is tra 
versed again. The home office men rely 
very strongly on the second round to 
bring out just the weaknesses in the 
men themselves or the plan suggested. 














are receiving it, and how they like it 
She makes no attempt at making an 
appointment for an interview. If their 
response is good they are put on the 
active list. Later Mr. Burns phones 
them and asks for an interview in 
which to present a plan without obligz- 
tion on the prospect’s part except to 
return the plan if he doesn’t want to 
make use of it. 

Both the first interview and the sec: 
ond, in which the plan is presented, are 
carried out in a calm, pressureless mood 
until the point in the second interview 
when the plan has been presented and 
some decision has to be made by the 
prospect about putting it in force. It 
is at this point that Mr. Burns believes 
in putting on the necessary pressure. 


Endorse Accident-Health Week 


The executive committee of tit 
Health & Accident Underwriters Con: 
ference at a meeting in Chicago Tues 
day adopted a resolution giving strong 
endorsement to the idea of a Nationa 
Accident & Health Insurance Week att 
to the plans which have been outlined, 
sponsored by the Accident & Health Re 
view, for the first national observant 
of such a week, April 15-20. 

Executives of the American Life Con: 
vention and American Service Bureat, 
which recently moved their headquartets 
to Chicago, were guests of honor at’ 
luncheon, including Col C. B. Robbits 
manager and general counsel; Ralph }. 
Kastner, associate counsel, and Maur 
E. Benson, attorney, American, Lit 
Convention; Lee N. Parker, president: 
Barrett N. Woodsmall, vice-president 
and M. B. Cederstrom, secretary Amet 
ican Service Bureau. 


Stacy With American National 


C. I. Stacy has been appointed - 
eral agent of the American National 4 
Phoenix, Ariz. He served as water 
commissioner for the federal gore 
ment in Arizona for eight years. : 
the last 15 years he has been in ve 
life business. His father was genert 
agent for the Missouri State Life 4 
Arizona having been the first repre 
tative of that company in the state., 
his death C. I. Stacy succeeded him. 
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Insurer Asks to Be 
Omitted by Best 


Farmers & Bankers, Headed by 
A. L. C. President, Wants 
Silent Treatment 


RATINGS ARE RESENTED 


Wichita Company Asks the Commis- 
sioners to Withhold Annual 
Statement From Publisher 


Under a resolution adopted by its di- 
rectors, the Farmers & Bankers Life of 
Wichita has requested the A. M. Best 
Company to omit all data pertaining to 
the Farmers & Bankers from Best’s 
Life Rating Chart and Best’s Life In- 
surance Report—not even mentioning 
the name of the Farmers & Bankers 
Life—unless and until the Best Com- 
pany discontinues publishing ratings of 
life companies, 

Furthermore the Farmers & Bankers 
has requested the insurance commis- 
sioners in each of the states in which 
the company operates to refuse to fur- 
nish to the A. M. Best Company data 
about the Farmers & Bankers Life un- 
til Best discontinues the ratings. Al- 
though these reports are public prop- 
erty, they do not become so until finally 
approved by the commissioner and it is 
pointed out the Farmers & Bankers 
might arrange to have such approval 
held back until after Best’s publication 
date. 
Action Is Significant 

This action is significant because the 
president of the Farmers & Bankers 


Con- 
vention. Many of the members of the 
A. L. C. have been conducting a cam- 
paign against the practice of rating life 
companies. 

_ It.is understood that when members 
inquire of the headquarters of the 
American Life Convention for advice 
as to what policy to pursue in dealing 
with the Best organization, they are 
furnished with a copy of the resolu- 
tion adopted by the Farmers & Bank- 
ers. 

Possibly the Farmers & Bankers Life 
Was prompted by the example of the 
American National of Galveston. The 
A. M. Best Company publications do 
Not carry any information about the 
American National nor is that com- 
pany’s name mentioned. 

“Due to the existing controversy and 


Parative ratings of life insurance com- 
panies,” the preamble of the Farmers 

Bankers resolution sets forth, “and 
whereas the members of this body, in- 
dividually and collectively, believe such 
yee rating to be wrong in prin- 
ciple,” 





More Funds for Department 


COLUMBUS, Feb. 21.—Both houses 
of the Ohio legislature have passed a 
bill appropriating $37,709 additional for 
the insurance department, which plans 
to add about 20 employes, including an 
actuary, bookkeeper, examiners, clerks 
and stenographers. Superintendent 
owen assured a house committee that 
the appointments would be made from 
the civil service list if possible. Other- 
wise, he said, appointments would be 
made provisionally and appointees re- 
quired to take a civil service examina- 
tion in 90 days. Mr. Bowen said that 
With the additional examiners he would 
be able to bring into the department 





fees, now not collected, that would 














J. S. DREWRY 


The executive committee of the In- 
surance Federation of Ohio at a meet- 
ing in Columbus Friday chose J. S. 
Drewry of Cincinnati, state agent of the 
Mutual Benefit Life, as president of_the 
federation. He succeeds the late Lewis 
Stout, who was vice-president and 
counsel of the Columbus Mutual Life. 
J. B. Gillespie, Jr., Standard Accident, 
Columbus, was selected as a member of 
the legislative committee to take the 
place of C. H. Taylor of the Travelers, 
who died a few weeks ago. 








more than balance the additional ap- 
propriation. Insurance company inter- 
ests advocated the increased appropria- 


Heads Federation | | 


Annual Figures Show High 
Spots of Past Year’s Work 





The Penn Mutual in its new state- 
ment shows surplus $25,260,143. Its 
assets are $556,641,602, increase $26,- 
187,838. The book value of all bonds 
with interest in default was less than 
one-half of 1 percent of the assets. The 
Penn Mutual’s holdings of government 
bonds have risen considerably and the 
cash item is also increased. This is in 
part due to the difficulty of obtaining 
standard investments. The dividend 
scale will be continued and the rate of 
interest on proceeds will remain at 4% 
percent. There has been a heavy de- 
crease in cancellations. It reports re- 
payments of upwards of $5,000,000 of 
policy loans. New business increased 
$15,889,663. Insurance in force is $1,- 
847,112,503, which is less than a year 
ago but the management now feels that 
from now on there will be a substantial 
increase. Mortality experience shows 
an improvement. 


AMERICAN RESERVE LIFE 


President R. F. Low of the American 
Reserve Life of Omaha has issued its 
annual statement showing assets $3,- 
716,662 of which 4.18 percent is cash, 
51.64 bonds, 10.44 mortgages, 22.1 pol- 
icy loans, 5.62 real estate. Its capital 
is $131,350 and its net surplus is of like 
amount. It carries a general contin- 
gency reserve of $45,727. Its insurance 
in force is $21,717,200. It closed the 
year with the largest cash balance in 
its history. During the year the con- 
vention examination gave it a clean bill 
of health. 


FIDELITY MUTUAL LIFE 
The assets of the Fidelity Mutual Life 





tion. 


have crossed the hundred million mark, 








Low-price policies, if they 


situation. 


gether with permanent forms 


come and savings inquiry, th 
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The 1935 Market 


yield him and his family a low income. 
years of the depression, when the insuring public was on 
short rations, but conscious of its insurance needs, Term 
and Term combinations, sold in liberal numbers, fitted the 
Those days are passing rapidly. 
demand now is for guaranteed incomes for old age, to- 


And they can be paid for, 
cause the surplus savings of our people, in savings banks, 
savings departments of national banks, and the Postal Sav- 
ings banks, are larger than ever before in our history. 


In his prospect-interviews, if he presses home his in- 


the number of his sales, and their larger value will better 
serve both his clients and himself. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, 


are the Agent’s selling habit, 
During the dark 


The popular 


of family protection. 


and are being paid for be- 


e underwriter will increase 


President 
Philadelphia 


the item being $101,585,420. It has farm 
mortgages $733,321, other mortgages 
$25,142,867, policy loans $19,593,223, pub- 
lic bonds $6,809,719, other bonds $25,- 
788,379, preferred stock $703,498, real 
estate including home office $15,127,721, 
cash $3,234,661, surplus and contingency 
reserve $6,598,947, new business $26,667,- 
240, insurance in force $361,805,130, 
death claims paid $3,849,967, mortality 
ratio 55.5 percent, dividends $1,958,494, 
yield on public bonds purchased in 1934, 
2.72 percent, yield on other bonds pur- 
chased during 1934, 4.36, yield on total 
net assets 3.77, premium income $13,283,- 
950, total income $19,812,867, disburse- 
ments $17,106,007. 


PACIFIC MUTUAL LIFE 


The Pacific Mutual Life this year is 
issuing its 67th annual statement show- 
ing assets gain $7,004,001, the total being 
$205,211,144. The capital is $5,082,000, 
dividend surplus $1,076,571, free surplus 
$3,944,536, contingency reserve $3,632,- 
081, policyholders’ surplus $13,735,187, 
total income $45,489,688, accident pre- 
mium income $5,762,993, life insurance 
in force $637,275,616, new life business 
$54,965,707, paid policyholders last year 
$25,918,721. The average rate of in- 
terest earned was 5.13 percent and the 
mortality ratio 61.2 percent. Of its as- 
sets $87,300,335 are mortgage loans, $38,- 
016,607 policy loans, $43,144,202 bonds, 
$4,150,484 stocks, $16,159,029 real estate 
including home office, $4,440,909 cash. 


BANKERS NATIONAL LIFE 


The Bankers National Life of Jersey 
City shows assets $4,056,827, of which 
2.53 percent are real estate, 12.63 mort- 
gages, 15.36 percent policy loans, 52.44 
bonds and 2.4 stocks. The capital and 
surplus are $543,241, the company hav- 
ing $115 assets for every $100 liability. 
Its assets increased 15 percent. Its in- 
come was $1,852,492, disbursements $1,- 
243,938. The new premiums were $522,- 
987 and renewals $1,039,769. Insurance 
in force is $72,067,461, a gain of $12,- 
000,000. The mortality ratio was 47 
percent. The new business was $34,- 
696,650, gain 40 percent. Its insurance 
in force gained 20 percent. It is stated 
that the dividend formula and interest 
rate on proceeds will be continued with- 
out change. 


COLONIAL LIFE OF NEW JERSEY 


The Colonial Life of Jersey City in 
its new statement shows assets $18,041,- 
728, gain $241,898, surplus and. contin- 
gency reserve $953,462. gain $82,807, in- 
come $5,102,459, new business $44,215,- 
058, insurance in force $100,279,446. The 
company started 37 years ago and dur- 
ing that time it paid benefits of $29.211,- 
202. It has cash on hand $1,105,191. 
The capital is $500,000, total in come 
$5,102,459. New business $44,215,058, 
paid policyholders $2,467,789. 


MONTANA LIFE 


The Montana Life has issued its an- 
nual statement showing assets $12,404,- 
997, of which $680,719 are government 
securities, $98,085 cash, $6,066,852 other 
bonds, $1,176,299 mortgages, $3,552,744 
policy loans, real estate outside of the 
home office $381,262, contingency reserve 
$539,225, capital $500,000, net surplus $1,- 
000,000, insurance in force $40,755,248. 
The convention examination shows the 
company to be “conservatively, effi- 
ciently and conscientiously adminis- 
tered.” The report says: “The period 
of depression has traced no marks of 
distress on the financial structure of the 
company. The company has not been 
forced to float loans or to dispose of its 
securities to meet current obligations.” 





The John Hancock Mutual has ap- 
pointed J. H. White district manager of 
the ordinary department at Long Beach, 
Cal. He has been assistant manager of 

















the Glendale office. 
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Companies, Agents Draft 
Part-timer Control Plan 





TO SUBMIT FOR APPROVAL 





Committees of Agency Officers, Na- 
tional Association Reach Agree- 
ment After Many Meetings 





NEW YORK, Feb. 21.—As a result 
of meetings between committees repre- 
senting the Life Agency Officers As- 
sociation and the National Association 
of Life Underwriters, the latest of 
which was held here last week, a pro- 
posed agreement on part-time and un- 
qualified agents, and on better stand- 
ards for selection of agents, has been 
drawn up and probably will be sent 
for approval in the next two weeks to 
companies represented in the agency 
officers’ association. 

President T. M. Riehle of the Na- 
tional association, made these three 
kindred problems the subject of a vig- 
orous pronouncement shortly after his 
election. Since then he has been ac- 
tive in working for standards which 
will raise the average quality of men 
in the selling end. 


Joint Pact Is Big Step 


It has been generally conceded that 
for such plans to make any real prog- 
ress they must have the support of 
companies as well as agents’ organi- 
zations. While submission of a pro- 
posed program to the companies is not 
the same thing as declaring the pro- 
gram to be in force, the fact that rep- 
resentatives of companies and agents 
have been able to get together on a ten- 
tative program is indicative of a long 
forward step. 

The committee appointed by the 
Agency Officers last fall to consider the 
problem of improving agency practices 


met here, Vice-president F. H. Davis 
of the Penn Mutual presiding as chair- 
man. Among committee members 
present were Vice-president H. H. 
Armstrong, Travelers; Secretary J. M. 
Holcombe, Jr. of the Agency Officers, 
Vice-president W. W. Jaeger, Bankers 
Life, Vice-president W. W. Klingman, 
Equitable of New York, and President 
T. A. Phillips, Minnesota Mutual. 

A committee of the National associa- 
tion was invited to take part in the delib- 
erations, those participating being Chair- 
man T. M. Riehle, Equitable of New 
York; E. W. Brailey, general agent at 
Cleveland, New England Mutual, H. T. 
Burnett, manager at Pittsburgh, Re- 
liance; P. F. Clark, general agent at 
Boston, John Hancock; C. O. Fischer, 
general agent, St. Louis, Massachusetts 
Mutual; L. O. Schriver, general agent 
at Peoria, Aetna, and R. B. Hull, man- 
aging director National association. 

As a result of the conference it is 
expected specific suggestions will be 
forwarded soon to member companies 
of the Agency Officers. 


Cullen Succeeds Feller 


T. J. Cullen, deputy superintendent of 
the New York department, has now 
been appointed acting first deputy super- 
intendent by Superintendent Van 
Schaick, succeeding S. R. Feller, who 
recently resigned to go with the insur- 
ance law firm of Cabell, Ignatius, Lown 
& Blinken. Mr. Cullen has taken a three 
months leave of absence from his civil 
service position. He will be assigned to 
the Albany office. 


Lindquist Still at Large 

ST. PAUL, MINN., Feb. 21—Mem- 
bers of the family of Gustav Lindquist, 
former president of the Abraham Lin- 
coln Life of Springfield, Ill., are quoted 
here as saying that they have heard in- 
directly from him and that he is alive 
and well. Mr. Lindquist has been miss- 
ing since the recent upheaval in the 
affairs of the Springfield company. 











See U. S. Pensions Paving 
Way for Private Annuities 





LARGE CLASS NOT INCLUDED 


Better Paid Employes in Industry Re- 
main Prospects, Hanmer Tells 
A.B.A. Trust Conference 


NEW YORK, Feb. 21.—Paradoxical 
as it may seem, the federal government’s 
old age pension and annuity proposal 
should open a vast new field for private 
pension plans providing for annuities to 
be issued by life companies, L. G, Han- 
mer, pension department manager of the 
San Francisco office of Johnson & Hig- 
gins, told the American Bankers Asso- 
ciation trust conference here. 

This market, he explained, is among 
the better paid employes in industry 
who will not be covered by the govern- 
ment’s pension or annuity plans, who he 
estimates constitute about 15 percent of 
employes in businesses where lower-sal- 
aried workers would be covered under 
the government’s project. This 15 per- 
cent includes the most valuable em- 
ployes. Until now it was not possible to 
provide for them without also providing 
for all other workers as well. 





Plan Requires Much Less 


However, the government’s plan to 
provide for employes at the lower in- 
come levels requires of employers for 
the next five years only about one-tenth 
of what would be required under a 
funded pension plan, making it possible 
for employers through their own pension 
arrangements to take care of retirement 
annuities for the valuable minority of 
their employes who are not eligible for 
the government compulsory type of cov- 
erage. 

“Since government pensions are to be 
limited to employes receiving less than 
around $200 a month, there is small need 








for management to concern itself here. 
after with the adequacy of the old ag 
income to be received by these people, 
who, although collectively the Most 
numerous, are individually the least im. 
portant to the industry,” he said. “Plenty 
of attentive Congressional ears will be 
attuned to the future needs of this 
group. 

“On the other hand, employes receiy. 
ing more than $200 a month but, let us 
say, less than $10,000 a year, being an 
unpopular minority, have no political im. 
portance but are individually of consid. 
erable importance to their industries, 
Upon their shoulders rests, in varying 
degree, responsibility for profit and loss, 
sales increase or decrease, harmony or 
disharmony in the organization. 


Private Arrangement Needed 


“Management, from a humanitarian 
point of view, or a practical one, will 
not be content that these people be dis. 
criminated against. As to these people, 
voluntary private plans must be estab- 
lished. The pensioning of those who 
really constitute the members of that in. 
dustrial family, as contrasted to the 
hired help, cannot fail to prove profit- 
able. 

“It is infinitely more important to re- 
place a superannuated executive or 
junior executive with a younger and 
more ambitious individual than it is to 
replace a few elderly unskilled workers. 
Also the higher paid and more respon- 
sible people in an organization are the 
ones least able to get along on a mere 
subsistence after retirement. Also, their 
mental attitude is of great importance to 
the management which must rely on 
their judgment. The existence of a sound 
pension reserve, parts of which are 
known to be earmarked for the account 
of such individuals, has a definitely fa- 
vorable effect upon mental attitude.” 


Would Prohibit Advertising 


Bills have been introduced in Mary- 
land and Ohio prohibiting advertising 
of unlicensed companies. 
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4 It PAYS to Sell Acacia Policies 


— Business from Quality Agents” is the Acacia Field Standard of Practice put daily into action by the members 


of the William Montgomery Quality Club. 


45% of Acacia’s agents had qualified for membership in this 
unique Club by the time it had been in existence about six months! 
These men produced 70% of the total new business of the Company 
for 1934. “Quality Business from Quality Agents” pays the policy- 
holders, the agents, and the Company. 

Although the Club is new, the Quality Standard has always been 
emphasized by Acacia’s Management. How well this standard pays 
can be judged by the results. ‘ 

1934 was another year of forward march for Acacia, as the 
Annual Report, below, testifies. 


And throughout the past five perplexing years, Acacia has con- 
tinued its steady advance. Each year Acacia’s assets have been larger 
than any previous year. During the years 1930-1934 its assets in- 
creased 65%, from $33,865,580 to $56,084,634. 

No other company within twenty millions in assets above or be- 
low Acacia’s fifty-six millions, nor even the ten largest companies in 
the United States and Canada, has equalled or indeed come very 
near, without absorption of other companies, to Acacia’s record of a 
65% increase in assets during the past five years. 

Acacia continues to progress. 





SUMMARY OF ANNUAL REPORT 


As at December 31, 1934 


ASSETS. 
First Mortgage Loans on Improved Real Estate.......... $20,037,192.34 
Bonds and Stocks: 
United States Government Bonds.......... $3,378,988.95 
Pupue UGHty BOnds. 2... 5. cece ceasccet soe 2,570,719.83 
Miscelanecous Bonds oo. :..65 6 e605. cele 2,213,277.60 
$8, 162,986.38 
Miscellaneous Stocks ...... Ret rat Leeper 221,996.79 8,384,983.17 
Loans on Company’s Policies Secured by Policy Reserves 16,265,129.28 
Rea RANGES yerctiac vailt tap 1s ned ya veo wnnaenoekedalesmesdees 5,437,224.53 
Cash tm Danes aur it OUNCE. oii 3 occ chin Cet ee owe were 1,237,254.16 
Net Premiums Deferred and in Process of Collection...... 3,414,199.68 
Tntepeses wre Sue PACCPUCE. ccc s0.ds cise se Cott we Becn ces ctecese ,786.34 
MissCeneG te SAGES on wo nok wr cea tnevccuuacrucsadecenses 422,864.66 
"WOU 5 OS LIBS Dok bakave Ghd ee el ecw eeheees tac eee $56,084,634.16 
Less: 
Furniture, Equipment and Other Not Admitted Assets 240,735.47 
$55,843,898.69 


RESERVES AND LIABILITIES. 


Legal Reserve to Protect Policyholders Computed on the 
American Experience Table of Mortality and 34% in- 


CRORE Ca AT EI cso cddicdeadacceuesscauueweses $50,305,644.84 
Extra Reserves to Protect Policyholders for Disability and 

Other Benefits and Supplementary Contracts.......... 1,780,570.23 

$52,086,215.07 

Reserve for Dividends to Policyholders.................... 662,141.03 

Reserve for Policy Claims Outstanding..................-- 377,580.64 


Reserve for State and Federal Taxes.................0.45. 
Premiums and Interest Paid in Advance................+6- 346,395.48 


Witeelasigntis “TiGUGS . c. oc cuctesiaucsaccesccendsceness 53,775.50 
Reserve for Contingencies—To adjust the valuation of 
Securities and Miscellaneous Assets as provided by the 
National Convention of Insurance Commissioners 
($202,058.39) and additional reserves for possible future 
losses cnn ORMer: ASgets cn 56 ides siccccccecs $ 812,058.39 
Unasstaned= Seamless... oc. 055 ick ccc ceccaswes 1,307,828.65 2,119,887.04 
$55,843,898.69 











“Based on the Best Interests of the Permanent Producing Agents” 


AS agency contract includes (1) standard first year Commissions, with extra compensation on $5,000 policies and up; 

(2) a steadily increasing monthly Salary, based in amount on the agent’s increasing business in force, instead of the usual 
nine or ten year “disappearing” renewals; (3) Bonus twice a year for Quality business, increasing in rate and amount with the 
quantity of such business; (4) Old age income; (5) Disability protection; (6) Income to survivors. Acacia’s agency contract 
is based on the best interests of the permanent producing agents. 


Acacia Agents Have Unusual Selling Advantages 


Acacia’s agents have the customary policy forms and several 
specials to offer, including waiver of premium and double indemnity 
benefits. Further, by reason of Acacia’s forethought in computing 
adequate rates, its agents continue to offer the disability monthly in- 
come feature. 

Acacia’s mail advertising helps its men obtain Quality business. 
For example, 70% of its 1934 leaders in results from mail advertis- 
ing were members of the William Montgomery Quality Club. These 
agents produced as high as $45,000 paid-for business per hundred 
mail advertising units used during all of 1934. 


Acacia agents offer their prospects and policyholders the most 
outstanding feature of all, guaranteed low premium cost. This fea- 
ture is in a class by itself, entirely different from the so-called “low 
net cost insurance”, which depends for its showing upon estimated 
future dividends. Acacia has “the lowest premium rates of any 
mutual old-line company”. Its premium rates are lower than those 
of many stock companies. Acacia maintains its record for low cost 
insurance. 


ACACIA 


MUTUAL 


LIFE INSURANCE COMPANY 


Chartered by the Congress of the United States, March 3, 1869—More than $350,000,000 of Insurance in Force 


Home Office: Washington, D. C. 


Branch Offices in Sixty-three Principal Cities 
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Sixty-fourth Annual Report—1934 





ASSURANCES IN FORCE, December 31, 
Oks. a 1581. bras eee) 


This large amount, the accumulating estates 
of nearly a million Sun Life policyholders, will 
become payable to them or their dependents 
during this generation—a stabilizing factor of 
great social and economic value. 


NEW ASSURANCES PAID FOR -- =- 


INCOME - - - + + -« « = 
DISBURSEMENTS - - - - 


EXCESS OF INCOME OVER DISBURSE- 
MENTS- - - += + = «© = 43,589,726 


$2,748,725,403 









236,215,901 


159,251,028 
115,661,302 








PAYMENTS TO POLICYHOLDERS AND 
BENEFICIARIES: 


During the year 1934 - - - - 
Since Organization - - - = - 


ASSETS ee Meek Wek Peek eh ee ae 


Bonds: government, municipal, public utility 
and others; stocks, preferred and common; 
loans on mortgages; real estate; loans on Com- 
pany policies; cash in banks, and other assets. 


er ty ys Sn ee ee ar 
Almost nine-tenths of this sum represents the 
policy reserve—the amount set aside to guar- 
antee all policy payments as they become due. 
PAID-UP CAPITAL ($2,000,000) 
and balance at credit of share- 






88,160,206 
888,330,239 


665,378,716 











651,115,551 









holders’ account - - - $3,299,728 
RESERVE for depreciation in 

mortgages and realestate - 5,012,619 
SURPLUS - - - =- - 






5,950,818 





$14,263,165 






The valuation of bonds and stocks has been made in accord- 
ance with the basis authorized by the Insurance Department 
of the Dominion of Canada, and in conformity with the bases 
authorized by the Departments of Insurance of the various 
Provinces of Canada, and the National Convention of Insur- 
ance Commissioners of the United States. Policy liabilities have 
been valued by the full net level premium method, a standard . 
more exacting than is required under the provisions of the 

Dominion Insurance Act. 

















The Statement of Accounts has been prepared on the basis pre- 
scribed by the Insurance Act of the Daeiden of Canada, the 
security values being in accordance with the basis authorized by 
the Dominion Insurance Department. The form of report adopted 
by the National Convention of Insurance Commissioners of the 

nited States involves a different principle in dealing with certain 
items of business. Using this form of report, and valuing the bonds 
and stocks in conformity with the basis authorized by the National 
Convention, the results are as follows: 









Assurances in force (paid for basis)- - - + $2,732,899,879 








Assets - - - = += = + + + + 664,818,741 
Liabilities, exclusive of capital stock and share- 
holders’ account - - - -+- + «+= -« 650,653,048 
Paid-up capital and balance at credit 
of shareholders’ account - - $3,299,728 
Reserve for depreciation in mortgages 
andrealestate - - - - 5,012,619 
Surplus- - - - - - - 5,853,346 
————_ $14,165,693 
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New Regulations on Tax 
of Settlement Options 





NEW YORK, Feb. 21.—Proceeds of 
life insurance policies payable under 
settlement options will be subject to 
federal income tax under new regula- 
tions which were announced to life men 
here by F. L. Morton, home office tax 
expert of the New York Life, speaking 
at the New York Life Underwriters As- 
sociation’s meeting. As with the an- 
nuity tax, the treasury department’s ob- 
ject is to make interest income subject 
to income tax while exempting return 
of principal until the latter exceeds the 
consideration, 


Provisions of New Regulations 


The new regulations will provide 
where proceeds are left on the interest 
only option the payments must be in- 
cluded as taxable income. Where pay- 
ments of a certain amount are to be 
paid annually until the fund is ex- 
hausted. the proportion of such pay- 
ments as the company states consists of 
interest will be subject to tax. Where 
the proceeds are paid out in install- 
ments over a fixed period of years, 
either with or without a life income 
thereafter, there will be exempted each 
year an amount equal to the face 
amount of insurance divided by the 
number of years in the “certain” pe- 
riod. Whatever is paid each year 
above this amount will be subject to 
income tax. When the total of such 
exempted amounts exceeds the face 


amount, any amounts paid in excess of 
this will be subject to tax. For example, 
if a widow receives $10,000 in life in. 
surance, payable for 20 years certain 
and life thereafter, $5,000 a year would 
be exempt from income tax for 29 
years, any yearly excess over $5,000 
being subject to tax. 

Original Proposal on Annuities Basis 


Mr. Morton said that the original 
proposal was to tax optional settle. 
ments on the same basis as annuities, 
which would have worked a_ hardship 
in cases, for example, an insurance 
estate of $10,000 had been left to be 
paid out in 10 years in equal annual in- 
stalments. The annuity rule of taxing 
3 percent of the consideration each 
year would have imposed a tax of $300 
a year. Efforts were made by J. S. 
Myrick, of the National Association of 
Life Underwriters law and _legisla- 
tion committee, and Mr. Morton, to 
have this changed and the rulings he 
announced to the local association this 
week were the result. 

Mr. Morton urged the tax angle in 
selling life insurance, pointing out that 
the increase in taxes and the cutting of 
exemptions have made the exemptions 
offered by life insurance far more val- 
uable than before. At the same time 
more people than ever before are now 
affected by taxes which life insurance 
can mitigate. 








Seek Contract Changes in 
Bills Before Legislatures 





Changes in life policy contracts are 
being sought in several states. New 
York has a bill which would limit the 
payment for medical and funeral ex- 
penses to 10 percent of the face value 
of the policy, with a 60 day limit on 
the presentation of claims. D. T. 
O’Brien, chairman of the New York 
senate insurance committee, is sponsor- 
ing a measure requiring life companies 
to send premium notices by registered 
mail and providing for a 60 day grace 
period, industrial excepted. Ohio bills 
clarify the rights of group policyholders 
and provide a grace period for indus- 
trial policies, define total and perma- 
nent disability and grant a penalty for 
delay in loss payment. A New York 
measure authorizes a trustee or guard- 
ian to leave the policy proceeds with 
the companies as an investment. The 
Nebraska house has passed a bill de- 
claring a person not heard from in 
seven years legally dead. The Nebraska 
senate has reported favorably on a 
measure sponsored by the Nebraska 
Life Agency Managers Association lib- 
eralizing juvenile policies, among other 
things lowering the $2,000 maximum 
sum from 14 to ten years of age. 


Want Stricter Regulations 


Stricter regulations for the forma- 
tion of reorganization of life companies 
are being sought in several state legis- 
latures. The New York insurance de- 
partment is sponsoring a measure re- 
garding the conversion into a mutual 
life company of cooperative or assess- 
ment organizations. In Nebraska a 
bill has been reported by the house 
committee tightening up on the law cov- 
ering the reorganization of mutuals, 
fraternals and assessment associations 
into stock companies. The Nebraska 
senate has passed a measure regarding 
the promotion of new companies which 
is aimed at curtailing the activities of 
wildcat promoters. The New York de- 
partment is sponsoring a measure to 
liberalize the provision for the sale of 
real estate property in order to aid 
the companies in liquidating their hold- 





ings. 


Frazier-Lemke Act Taken 
Up to U. S. Supreme Court 





The famous Frazier-Lemke act test 
case, Louisville Joint Stock Land Bank 
vs. Radford, now is before the United 
States Supreme Court, which was asked 
by both sides in the case to review the 
lower court findings, with special ap- 
peal for quick action. An order is ex- 
pected March 4, stipulating that the 
case will be heard, and setting argument 
for the week of March 11. ; 

The case was taken to the high court 
following action of the United States 
circuit court of appeals, sixth circutt, 
Cincinnati, the other day affirming the 
decision of Federal District Judge Daw- 
son at Louisville that the farm mort- 
gage moratorium act was constitutional, 
Three other federal district judges had 
ruled it constitutional and two uncon- 
stitutional. 

Circumstances of Case 


The Louisville bank held a_ $9,000 
mortgage on the farm of W. W. Rad- 
ford, Sr., who applied for protection 
under the Frazier-Lemke act. He ob- 








tained district court and circuit court of 
appeals decisions giving him a five-year 
stay of all foreclosure proceedings 
against him, right during the period to 
retain possession of the farm on pay- 
ment of $325 yearly rental and right at 
any time in the five years to purchase 
the mortgaged property at appraised 
value, which was set at $4,425. 

The Minnesota moratorium law, 
which gives a two-year stay of fore- 
closure upon payment of reasonable 
rental, previously had been sustained by 
the United States Supreme Court, but 
the question of discharging the mort 
gage at less than face value was not in- 
volved and thus has not been decided. 


“Victory Dinners” Held 


“Victory dinners” were held in citi¢s 
throughout the country Wednesday 
evening by the Travelers, the guests be- 
ing those who qualified in the company $ 
70th anniversary campaign last fall. 49 
many of the cities the home office was 
represented by someone from the agency 
department. 
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California Companies Fight 
Four Percent Premium Tax 





UTAH INCREASE OPPOSED 





Serious Effect of Retaliatory Laws 
Shown—$650,000 Would Go 
to Other States 





SAN FRANCISCO, Feb. 21.—De- 
claring the present tax of 2.6 percent on 
gross insurance premiums discrimina- 
tory and excessive, 18 California com- 
panies are protesting against the pro- 
posed increase to 4 percent on gross 
premiums. The protest points out that 
such a tax is a “sales tax on gross 
premium receipts at a rate higher even 
than that on luxuries” and stresses the 
effect of retaliatory laws in other states 
which are peculiar to insurance. Al- 
ready 40 states under their retaliatory 
laws compel California companies doing 
business therein to pay premium taxes 
not at the fixed rates of those states but 
at the higher rate imposed in California. 
The 18 California companies under a 4 
percent tax would have to pay an addi- 
tional tax of $1,030,845, of which Cali- 
fornia would receive only $380,333 and 
other states $650,512, according to the 
protest which further points out that 


these 18 California companies have 
loaned and invested $178,000,000 in 
California. 


“Tf the same tax formula were applied 
to insurance companies as is used with 
other forms of corporate enterprises,” 
said the protest, “the proposed amount 
of insurance tax would be equivalent 
to 26 percent of net income in the case 
of life insurance companies and 40 per: 
cent of net income in the case of fire 
and casualty companies. These figures 
are averages. The tax is payable even 
though a company may actually oper- 
ate at a loss. This is not true of other 
forms of corporation taxes.” 

California companies participating in 
the protest are: Angeles Indemnity 
Co., Associated Fire & Marine and As- 
sociated Indemnity, California Insur- 
ance Company, California Union, Cali- 
fornia-Western States Life, Capital 
Fire, Firemen’s Fund Indemnity and 
Fireman’s Fund, Hamilton National 
Life, Home Fire & Marine, Occidental 
Indemnity, Occidental, Pacific National 
Fire, Pacific Indemnity, Pacific Mutual 
Life and West Coast Life. 


UTAH INCREASE SOUGHT 


SALT LAKE CITY, Feb.. 21—A 
bill has been introduced in the Utah 
legislature which would tax the gross 
premium income of insurance com- 
panies 4 percent, compared with the 
Present 1%4 percent. The bill was to 
have asked for 2 percent and to this 
the insurance interests would have of- 
fered no opposition, but they are fight- 
ing the 4 percent proposal with vigor. 
It has already been favorably reported 
out of committee and comes up for 
hearing in the house soon. At a pub- 
lic hearing several insurance men spoke 
against the 4 percent proposal, includ- 
ing G. J. Cannon, executive vice-presi- 
dent Beneficial Life and executive com- 
mittee chairman, Utah Home Fire; W. 
A, Carter, vice-president Penn Mutual; 
 R. Marcusen, manager Pacific Na- 
tional Life; W. S. Payne, Prudential, 
and W. M. Mones of the Business 
Men’s Assurance. 


OTHER TAX MEASURES 


Insurance tax measures are up in 
Several other states. Governor Leh- 
man of New York has approved a bill 
mcreasing the tax from 1 to 134 per- 
cent on life premiums and the Nebraska 
Senate insurance committee has ap- 
Proved an increase in fees charged in- 
Surance companies. Governor Earle of 
Pennsylvania is sponsoring a measure 
to extend the .8 percent gross premium 
tax to mutual and mutual benefit com- 








panies and associations, Action is ex- 
pected in Oklahoma on the bill provid- 
ing for an increase of from 2 to 3 per- 
cent on premiums of all legal reserve 
companies and 2 percent tax on mu- 
tuals and fraternals which ‘have not 
been taxed before. An Arkansas meas- 
ure extends the premium tax of 2 per- 
cent to fraternals. 





Millionaires Are Summoned 

Caleb R. Smith, chairman of the 1935 
Million Dollar Round Table, announces 
the 1935 session to be held Sept. 17 
at the Hotel Fort Des Moines in Des 
Moines. Mr. Smith is eager to have 
all those who have written one million 
or more of business for 1934 get in 
touch with him at Ann Arbor, Mich., 
at their earliest convenience. 


Investigation Sought 

DES MOINES, Feb. 21.—For the 
second time. in two years a resolution 
has been introduced in the Iowa legis- 
lature to investigate the Iowa insurance 
department in connection with the mer- 
ger of two fraternals, the Modern 
Brotherhood of America of Mason 
City, Iowa, and the Independent Order 
of Foresters of Toronto. Senator E. 
I. Mason is the sponsor. 





Gough to Be the Acting 
Commissioner in New Jersey 


KELLY’S TERM SOON EXPIRES 








Thulemeyer Is Replaced by Arthur 
Hamm as Wyoming Commissioner— 
Aguilar Removed in New Mexico 





As Governor Hoffman of New Jersey 
has been unable to make up his mind 
as to his selection as commissioner of 
banking and insurance to succeed Col. 
W. H. Kelly, whose term expires Feb. 
27, First Deputy Commissioner C. A. 
Gough will be acting commissioner un- 
til a new commissioner is appointed. 
Mr. Gough has been connected with the 
department for more than 40 years and 
is one of the most popular supervising 
officials in the country. He is now 
chairman of the executive committee of 
the National Convention of Insurance 
Commissioners. 


HAMM SUCCEEDS THULEMEYER 


Theodore Thulemeyer has been re- 
moved as insurance commissioner of 
Wyoming. Arthur Hamm, a Sheridan 
banker, is the new commissioner. Mr. 








Hamm has had no insurance experience. 
He has the general reputation of a con- 
servative banker. Mr. Thulemeyer is in 
Denver aiding in the examination of the 
American Life of that place, several of 
whose officials were recently indicted. 
Mr. Thulemeyer is a member of the ex- 
ecutive committee of the Natioanl Con- 
vention of Insurance Commissioners. 
Before going to the state house he was 
general agent for the Mutual Life of 
New York. 

Another commissioner who has been 
removed is Alphonse Aguilar of New 
Mexico. There has been no official re- . 
port as to his successor. 


Old Line Life Get-Together 


Forty general agents and field superin- 
tendents of the Old Line Life of Amer- 
ica attended the annual get-together in 
Milwaukee. Wisconsin, Minnesota, IlIli- 
nois and lowa were represented. Presi- 
dent John E. Reilly gave an analysis of 
the company’s 1934 statement. P. A. 
Parker, agency director, outlined the 
1935 program, and H. A. Woodward, 
manager accident and health department, 
spoke on the silver jubilee which the 
company is observing this year. Bene- 
ficiary designations were discussed by 
Secretary W. J. Moore. Leaders at the 
round table discussions included R. F. 
Scofield, T. E. Callen and S. J. Devlin, 
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Total Claims Paid During 1934 . . ..  . 
Total Claims Paid 35 Years Ending December 
Total Life Insurance in Force December 31, 1934 “i 
Increase in Life Insurance in Force During 1934 ... . 


The National Life and Accident Insurance Company, Inc. 
NASHVILLE, TENNESSEE 


C. A. CRAIG, Chairman of the Board 


Thirty-fifth Annual Financial 


Statement ® Year Ending December 31, 1934 





LIABILITIES 


Borin Cones 65h. 5 5 bin Fe beg 2 vre058 os $18,399,517.95 Legal Reserve, Life Insurance PoBcies 065,199, 008.08 
os ° t: - 
Principally Government, State, ad and Substandard 324%.) 
Reserve, Disability Policies............ 120,066.67 
OCR CIPO ooo cv cccccccccdsntececs 118,203.00 Contingent EE ae ne ee 1,728,219.40 
Nashville & Decatur R. R. on which pecial reserve on  noncancellable 
there are no beni Se sg and ) Disability Policies no longer issued. 
ee ee ae oe Reserve for Epidemics ies oe pucear see: 1,000,000.00 
Real Estate Loans, First Mortgages... 10,339,119.58 ity ten ‘ava ‘coltenies, 
oe eS aS) Investment Fluctuation Fund ......... 750,000.00 
Special reserve to cover any —) 
depreciation or losses on securities. 
Cash in Banks and Offices............. 1,068,621.75 Gross Premiums Paid in Advance...... 250,553.36 
106,001.66 at i ; 
os saaaaieasie Tie Sere, But wet. Due. aieg 4% 360,139.33 
in 1 on 193 usiness. 
Real Estate Owned................... 4,487,568.00 pre een ; 
Agents’ Bond Deposits, Etc..........-- 559,882.03 
Roawk Gti WOOdOs! siiciieliccccccscess 50,000.00 Policy Claims in Process of Payment 
Sd AGU cine scceci nc voce ceui 183,383.83 
Net Unpaid and Deferred Premiums, Ma CH RON 5 55a cc ccc aseess ass 159,309.13 
jE ee pe nt en, ee Se 1,274,872.58 sets 2 
ag me Other Than Capital and 
i Le a | nL © faite e aaa se cies eek a a a eared 2. 860. 
WY CAME 5. Sa cctslaca cle eueea ds 2,223,520.60 — ss aaenieimigd 
Cate dee Se ooo cic oc cendeces 6,280,659.24 
Interest Due and Accrued............. 603,095.98 (ies Sa Pabititics 
TOrrm ASRS oo. ccccc ces ced $38,564,519.44 TOTAL LIABILIVEIRS,| 22.4. .<2.i- $38,564,519.44 


31, 1934 . . 


field superintendents. 


. » $$ 5,614,764.13 
‘ 101,423,196.10 
- os 397,162,475.00 
‘ 56,771,166.00 


W. R. WILLS, President 
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Raising Comparative Yield 
on U. S. Bonds Is Discussed 





FINANCIAL OFFICERS’ TOPIC 
Methods of Taking Profit Explained by 
Don F. Roberts at A. L, C. 
Section Meeting 



















Life companies’ holdings of U. S. 
government bonds have nearly doubled 
in the last year, and this increase ac- 
counted for more than half of the 1934 
rise in assets, Donald F. Roberts, treas- 
urer Acacia Mutual, stated in his talk 
on “Governments” in the discussion on 
“Bonds” at the American Life Conven- 
tion Financial Section meeting in Chi- 
cago. He employed the figure of over 
$650,000,000 U. S. bond holdings of the 
companies reported by the Association 
of Life Insurance Presidents. 

He said shifting back and forth be- 
tween long and short term government 
obligations was justified on the basis of 
sound reasoning and thorough knowl- 
edge of factors involved. He said he 
would not advocate constant trading 
around in the portfolio of securities held, 
for the sole purpose of taking profits, 
for in most cases this results in lowering 
the quality of the account. However, 
in the case of governments, all equally 
secured, there is not this hazard. 


Gives Reasons for Change 
































There are several reasons why _ life 
companies have increased their holdings 
of governments, Fear or uncertainty as 
to the ultimate safety of other types of 
investments; new investments in high 
grade corporate securities and mortgage 
loans not available in sufficient quantity 
to meet demand. The shift in emphasis 
has been at the expense of mortgage 
loans and policy loans, both of which 
bear relatively high interest rate. The 
result has been drastic decline in inter- 


est return, causing some companies to 
lower reserve basis. Undoubtedly many 
others will follow this example, he said. 
It is obvious companies cannot con- 
tinue to maintain a large proportion of 
assets in governments, for they would 
find yield not sufficient to maintain pol- 
icy reserves, even on a 3 percent basis. 
Each company is facing a decision just 
what proportion of assets it can afford 
to invest temporarily or permanently in 
governments. Careful review of the 
portfolio to determine average rate of 
return on total invested asets is neces- 
sary. Similar measures must be taken 
to determine proper distribution be- 
tween long and short term governments. 
Mr. Roberts expressed opinion that 
government bond prices are too high. 
Whether they will stay at the present 
level for some time, or go higher, he 
hesitated to predict, but ultimately they 
will sell much lower, he believes. 
Governments, both direct and fully 
guaranteed obligations of the United 
States government, carry no possibility 
of default. Diversification as to type or 
geographical location is not a factor. 
The financial officers can confine their 
study of issues strictly to price, yield, 
maturities, and possibility of profit or 
loss through market price changes. 
“IT am wondering,” he said, “whether 
the companies have been taking advan- 
tage to the fullest extent of the possi- 
bilities of profit which can be derived 
from the government bond account.” 
He said by close study it is possible sub- 
stantially to increase the yield on gov- 
ernments by taking advantage of cer- 
tain situations that arise. In the gov- 
ernment’s periodic financing, he said, 
the new bonds or notes soon have sold 
well above the offerine price. Another 
avenue of profit is through shifting hold- 
ings from long to short maturities, or 
vice versa. A third source of profit is 
in shifting from one issue to another 
of comparable maturity but different 
coupon rate. 








































Presides at Meeting of 
Agents of Country Life 











L. A. 


WILLIAMS 


Manager L. A. Williams of the 
Country Life of Chicago presided over 
the annual agency convention at Spring- 
field, Ill, this week. Mr. Williams was 
formerly general agent of the Equitable 
Life of Iowa. He has demonstrated 
what can be accomplished by concen- 
trating in one state. 








Dr. Cloyd Is Honored 


Dr. A. D. Cloyd, medical director of 
the Woodmen of the World, Omaha, 


was greeted by floral offerings given 
by fellow workers in honor of his 75th 
birthday and 37th year with the society. 


Usual Settlement Options in 
Massachusetts Unaffect, 





Applies Only to New Option of Metr 
politan to Buy Annuity at 
Net Rate 





chusetts in banning in that state th 


as the beneficiary. 


ruling. 


new provision ran into in Massachusetts 
was a peculiar provision of that states 
law which did not contemplate the elec. 
tion of an annuity at rates which might 
be prevailing at a future time. 


Frank Matre in Hospital 
Frank J. Matre of Chicago, who # 
associated with Alfred M. Best Com 
pany, is recuperating at St. Francis hos 
pital, Evanston, from an emergency op- 
eration for appendicitis. 


* Emry C. Green, president of the Pilot 
Life, has been confined at the Westley 
Long Hospital in Greensboro, N. ¢, 
about two weeks. He is reported to 





be showing continued improvement. 





Reliance Life Insurance Company of Pittsburgh} 
Financial Statement, December 31, 1934 








Investment Bonds* 
Profesred Stock .... 2.0... 
Real Estate Mortgages....... 
MEMOEIP |. soca e.cbd «cs54 
Policy Loans 
Premium Lien Notes....... 
Accrued Interest ........... 
Outstanding Premiums 
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Statement of Financial Condition 
ASSETS 


$52,000,469.74 
56,000.00 
3,636,401.75 
786,206.39 
3,603,585.04 
18,787,311.34 
4,191,542.94 
880,671.51 
1,731,311.62 


$85,673,500.33 
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LIABILITIES, CAPITAL AND SURPLUS 


Reserves :—Life, Accident and Health......... $75,752,086.02 
Dividends to Policyholders at Interest.......... 1,839,992.53 
Apportioned for Future Dividends to Policy- 

PIES shies v0 a snes ven 66s OO R SSS wen 699,047.56 


Claims Awaiting Completion of Proof, Premiums 





Paid in Advance and Commissions Due Agents 509,413.77 
Accounts Payable and Unearned Interest....... 442,680.54 
Amount Reserved for Taxes...............00. 342,000.00 
CINE 6 rites lao » oka ach dae hag wee 1,000,000.00 
Deneneets OSS ee, 5. Sea hs Bae Cb. NSS 3,638,279.91 
Comeaeney Berbers. wis bs bbe eric cde eeust 1,450,000.00 

$85,673,500.33 


*Bonds valued on Amortized basis. 


Statement of Income and Expenditures 





INCOME 
I: EE, EN EMOTE rel $15,599,535.11 
penn te iss seo ia eet nee sent 2,282,937.56 
ee a ee eee 199,666.06 
Interest on Policy Loans and Other Interest Items _1,193,652.21 
Income from Real Estate and Other Items...... 59,388.79 
$19,335,179.73 
EXPENDITURES 

Death Claims, Cash Surrender Values and Divi- 

dends to Policytnabheme. o.oo 56 0cciwersiscees $10,663,349.34 


Commissions, Agency Expenses, Taxes, Licenses, 
Traveling Expenses, Medical and Inspection 
Fees, Expenses of Conducting Accident and 


Health Department and Other Disbursements 


2,740,761.90 


Salaries, Rents, Advertising, Printing, Postage, 


Legal Expenses and Miscellaneous.......... 


Total Expenditures 
Excess Income Over Expenditures 


INCREASE IN ASSETS $5,162,692.50 
“IN RELIANCE THE WILL TO WIN COUNTS IN 1935” 


Ce 


722,252.16 





$14,126,363.40 
5,208,816.33 


—— 


$19,335,179.73 


HIGH COURT RULE EXPLAINZ) 


NEW YORK, Feb. 21.—The recey 
action of the highest court of Massa 


Metropolitan’s new additional settlemey 
option giving the insured or beneficiay 
the right to buy any type of annuity z 
net rates prevailing at the time th 
choice is made, does not affect the usua 
provision which permits election of ay 
of the settlement options, including th 
annuity option, by the insured as wel 


Early reports gave the impression tha 
any contract providing that the insure 
or beneficiary might later elect an annv 
ity instead of lump sum payment woul 
be barred in Massachusetts under the 










































The snag that the Metropolitan Life 
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: Company Leaders Listed 


Outstanding Personal Producers, Agencies and States Ranked in 
Order of Volume—Another Installment of Interesting Feature Given 











at Bankers Natl. Life, N. J.: Producers: 
(1) M. R. Pesquera, San Juan, P. R.; (2) 
H. J. Baker, Boston; (3) Clinton Leslie, 
Paterson, N. J.....Agencies: (1) A. 
Goldstein, Hartford; (2) J. A. McKay, 
Newark; (3) M. R. Pesquera, San Juan, 
Pp, R.....States: (1) New Jersey; (2) 
Connecticut; (3) Massachusetts. 
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settlemen Boston Mutual: Producers: (1) F. De- 
enefician/ Francesco, Woonsocket, R. I.; (2) A. 
nnuity gjaedeFreitas, Taunton, Mass.; (3) G. Dou- , 
time the cette, Dorchester, Mass.; (4) J. Fried- 






the usygime ™ Allston, Mass.; (5) J. Cooper, Bos- 
on of ton; (6) F. J. Scully, Malden, Mass.; (7) 
OT aly Mann, Dorchester, Mass.; (8) W. Wil- 
uding the son, Brockton, Mass.; (9) L. DeFante, 
1 as well providence, R. I.; (10) M. Barboza, Fall 
7 River, Mass.....Agencies: (1) Boston; 
ssion thai (2) Providence, R. I.; (3) Quincy, Mass.; 
e insureifme (4) Malden, Mass.; (5) Springfield, Mass.; 
an annie (6) Chelsea, Mass.; (7) Taunton, Mass.; 
nt would (8) Framingham, Mass.; (9) Dorchester, 
inder. the Mass.; (10) Brockton, Mass. 
Buffalo Mutual Life: Producers: (1) 
' py Ww. R. Bennett, Sr., Puerto Rico; (2) John 
‘an Lifes) ycKay, New York; (3) G. J. Gibas, New 
achuset MM york....Agencies: (1) John McKay, New 
at statesM York; (2) O. T. Wilson, Buffalo; (3) 
the elec. W. R. Bennett, Sr., Puerto Rico.... 
ch might States: (1) New York; (2) Puerto Rico; 
(3) Ohio. 
Business Men’s Assur.: Producers: (1) 
4 R. E. Sanders; (2) R. J. Costigan; (3) 
ital Carrie Summers; (4) T. B. Isaacson; (5) 
, J. I. May; (6) L. C. Shellabarger; (7) 
, who SI yc, Garrott; (8) I. R. Crandall: (9) 
st Com i Wm. L. Butler; (10) L. H. Gilles. 
ncis hos i Columbus Mutual: Producers: (1) G. J. 
ency Op- Abdella, Lancaster; (2) T. S. Berridge, 
' Gallipolis, O.; (3) A. L. Gray, Chicago.... 
Agencies: (1) Ivan T. & Fred O. Quick, 
Cleveland; (2) E. R. Kuck, Columbus, O.; 
the Pilot (3) J. J. Dvorak, Cleveland.....States: 
Westley (1) Ohio; (2) Michigan; (3) Illinois. 
. Nee Confederation Life, Canada: Produc- 
orted tof ers: (1) A. W. Pickering, Timmins, Ont.; 
rent. (2) V. de Pablo, Mexico, D. F.; (3) A. C. 


Flores, Monterrey, Mexico; (4) R. J. Mor- 
rison, Port-of-Spain, Tinidad; (5) B. E. 
» de Marchena, Havana, Cuba; (6) G. Ri- 
> vera, Havana, Cuba; (7) E. P. Lush, St. 
John’s, N. F.; (8) W. M. Ireton, Noranda, 
Quebec; (9) W. F. Rendell, St. John’s, 
» N. F.; (10) M. B. Tribe, London, Eng.... 
© Agencies: (1) P. C. Grover, Mexico, D. F.; 
| (2) Atilio Leon, Havana, Cuba; (3) How- 
» ard Farrant, Vancouver, B. C.; (4) J. C. 
| Green-Armytage, Winnipeg, Man.; (5) 
> A. E. Harwood, London, Eng.; (6) P. R. 
/ M. Wallis, Shanghai, China; (7) N. S. 
Boyd, Toronto; (8) F. Edwards, Man- 
chester, Eng.; (9) R. C. Mortson, Tim- 
mins, Ont.; (10) N. Lavoie, Quebec.... 
» Leading provinces: (1) Ontario; (2) 





sh 


Quebec; (3) British Columbia; (4) Mani- 
| toba; (5) Saskatchewan; (6) Newfound- 
© land; (7) New Brunswick; (8) Alberta; 
» (9) Nova Scotia; 
» Island. 


(10) Prince Edward 
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Farmers & Traders Life: Producers: (1) 
oes Washington, Pa.; $576,- 
; : 2 4 
$255,000; Trump, Waverly, N. Y., 
z > $198,000; (4) L. J. Fox, Johnstown, 
- ¥., $173,500; (5) A. L. Clark, Morris- 
,000; (6) W. H. Karsch- 
: $135,000; (7) John 
qines, Findley Lake, N. Y., $132,500; (8) 
ton, Pa., $115,000; (9) 
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Pilot Life Produces an 
App-a-Week Champion 


Although all-time “app-a-week” 
records are difficult ‘ot Sieaaaaione 
accurately, the Pilot Life believes 
It has a world champion in this 
connection in R. O. Browning, 
general agent in Burlington, N. 

: with population around 10,000, 
Who has passed 909 weeks with- 


out losing his place j : 
App-a-Week cae in the Pilot’s 


a 
























Glenn Devey, Westfield, Mass., $101,- 
000; (10) W. R. Barton, Windsor, N. Y., 
$100,000.....Agencies: (1) J. Walter 
Barnes, Washington, Pa., $590,000; (2) 
Guilford Tobey, Syracuse, N. Y., $557,- 
500; (3) L. L. Lutle & Son, Elmira, N.Y ., 
$507,000; (4) W. E. Trowlridge, Westfield, 
Pa., $453,000; (5) L. H. Arken, Spencer- 
port, N. Y., $337,500; (6) W. G. Gred- 
ley, Syracuse, N. Y., $314,500; (7) Hubert 
Tompkins, Gerry, N. Y., $310,500; (8) A. 
L. Clark, Morristown, N. J., $189,506; (9) 
L. J. Fox, Johnstown, N. Y., $180,000; (10) 
E. R. Spensley, Albany, N. Y., $153,000. 
....States: (1) New York; (2) Pennsyl- 
vania; (3) Ohio; (4) New Jersey; (5) 
Massachusetts; (6) Vermont. 

Federal Life, Ill.: Producers: (1) E. L. 
Poindexter, Oklahoma City; (2) H. C. 
McCann, Bay City, Mich.; (3) W. C. 
Hardgrove, Alma, Mich....Agencies: (1) 
H. C. Voorhies, Chicago; (2) H. C. Me- 
Cann, Bay City, Mich.; (3) C. L. McNulty, 
Dallas....States: (1) Illinois; (2) Michi- 
gan; (3) Texas. 

Guardian Life, N..Y.: Producers: (1) 
M. C. Reinboth, New York City; (2) W. 
C. Ross, Milwaukee; (2) Bernard Fried- 
man,--Nem York City; (4) S. F. Green, 
Brooklyg, (5) G. L. Mendes, New York 
City; (6) J. C. Gregsamer, Chicago; (7) 
Langford Anderson, New York City; (8) 
Mrs. B. Meistroff, Kansas City; (9) C. T. 
Ballew, Kansas City; (10) Leon Alexan- 
der, Brooklyn....Agencies: (1) J. A. 
Tyson, New York City; (2) J. M. Eisen- 
drath, New York City; (3) Leyendecker- 
Schnur, New York City; (4) Doremus- 
Haviland, New York City; (5) Alexan- 
der-Warshauer, Brooklyn; (6) J. E. 
Bragg, New York City; (7) Brust & 
VonBreton, Los Angeles; (8) H. O. Sny- 


der, Pittsburgh; (9) E. N. Oistad, St. 
Paul; (10) G. E. Ott, Philadelphia.... 
States: (1) New York; (2) Ohio; (3) 


Pennsylvania; (4) Minnesota; (5) Cali- 
fornia; (6) Illinois; (7) Indiana; (8) Mis- 
souri; (9) New Jersey; (10) Florida. 


Great Southern Life: Producers: (1) T. 
B. Reed, Oklahoma City, $373,800; (2) O. 
S. Carlton, Houston, $310,869; (3) Alva 
Carlton, Houston, Tex., $262,375; (4) T. 
W. Cain, Austin, Tex., $223,005; (5) N. 
C. Blair, Houston, Tex., $222,465; (6) E. 
S. Adams, Houston, $201,500; (7) J. B. 
Donoho, Laredo, Tex., $199,500; (8) J. B. 
Adams, Houston, $194,465; (9) C. V. John- 
son, Oklahoma City, $188,750; (10) H. E. 
Parker, Haynesville, La., $182,350..... 
States: (1) Texas, $17,871,943; (2) Okla- 
homa, $4,416,655; (3) Louisiana, $2,458,- 
003; (4) Tennessee, $1,793,783. 


Minnesota Mutual: Producers: (1) 
A. O. Eliason, St. Paul; (2) H. B. Victor, 
St. Paul; (3) J. B. Clark, Oakland, Cal.; 
(4) W. J. Bateman, Tarboro, N. C.; (5) 
G. A. Ralls, Houston, Tex.; (6) J. F. 
Montgomery, Jackson, Miss.; 
Hayward, St. Paul; (8).R. H. Pearson, 
Ft. Worth; (9) C. L. Hoon, Denver; (10) 
L. P. Livengood, Danville,  IIll..... 
Agencies: (1) A. O. Eliason, St. Paul; 
(2) R. H. Pearson, Ft. Worth, Tex.; (3) 
Ralls-Schmidt, Houston, Tex.; (4) Boyle 
& Boyle, Chicago; (5) D. O. Johnson, San 
Antonio; (6) A. S. Chesson, Wilson, N. C.; 
(7) C. L. Hoon, Denver; (8) J. V. Hines, 
Sacramento, Cal.; (9) M. T. Navin, Chi- 
cago; (10) E. F. Brooks, Florence, S. C. 
....-States: (1) Texas; (2) Minnesota; 
(3) Illinois; (4) California; (5) Tennes- 


see; (6) North Carolina; (7) Washing- 
ton; (8) Ohio; (9) South Carolina; (10) 
Kansas. 


Mutual Benefit Life: Producers: (1) W. 
H. King, Cincinnati; (2) R. F. Mellor, 
New York City; (3) Paul W. Cook, Chi- 
cago; (4) S. W. Sturm, Cincinnati; (5) A. 
R. Groenke, Cincinnati; (6) W. H. Cobb, 
Atlanta; (7) Max Hemmendinger, 
Newark; (8) A. P. Steler, Detroit; (9) P. 
A. Sweet, Williamsport; (10) J. D. Hib- 
bard, Grand Rapids . . . . Agencies: (1) 
Cincinnati, $15,225,983; (2) New York 
City, $14,647,698; (3) Detroit, $10,760,143; 
(4) Newark, $6,485,000; (5) Chicago, $6,- 
437,90; (6) Buffalo, $5,988,894; (7) Grand 
Rapids, $5,285,066; (8) Atlanta, $4,636,- 
155; (9) Louisville, Ky., $3,739,200; (10) 
St. Louis, $3,335,200 . . . . States: (1) 
New York, $23,576,192; (2) Michigan, 
$16,045,209; (3) Ohio, $15,225,983; (4) Illi- 
nois, $8,656,024; (5) Pennsylvania, $8,- 
511,204; (6) New Jersey, $6 966,589; (7) 
Kentucky, $5,855,850; (8) Missouri, $5,- 
070,250; (9) Georgia, $4,636,155; (10) Cali- 
fornia, $4,182,332. 

Mutual Life, Md.: Producers: (1) L. 
Harned, Louisville, Ky., $63,500; (2) C. 
Vanneman, Baltimore, N. E., $62,500; (3) 
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AS VIVIDLY REAL 
A BRADY PHOTO... 








Union soldiers waiting the word to attack 


Petersburg, in one of the most important 
offensives of the war. From Brady’s “‘Photo- 
graphic History of the Civil War.”’ 
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OSES and Drums Presentation 
of the Great War of the Sixties! 


UP AND DOWN the lines went Matthew Brady during the war 
of the 60’s, taking “candid camera” pictures of the armies of both 
North and South. Brady’s pictures are referred to constantly in 
preparing the scripts for “Roses and Drums”. Also used are count- 
less histories and historical documents . . . because “Roses and 
Drums” must present an accurate picture. 

Then, to insure absolute accuracy before the scripts go on the 
air, each one is checked by Dr. M. W. Jernegan, Professor of 
American History at the University of Chicago and one of the 
country’s outstanding authorities. 

Listeners have been most appreciative of this attention to 
accuracy. But their letters do more than praise the historical and 
entertainment value of “Roses and Drums”. 

Many thousands of them are written by family-conscious fathers 
who want help with their insurance problems . . . and who turn 
naturally to Union Central, a company they have learned to 


respect and trust. 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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Substantial Increases in 


Sales Reported by Many 





Union Central—January production 
was $19,840,284 paid business, a gain 0 
$8,950,296. Life plan applications in- 
creased 53 percent. New York agency 
led with over $4,000,000 paid business. 
Cincinnati setond with $1,500,000 and 
Chicago third with $1,282,000. Mrs. M. 
F. Closson, Cincinnati, was the leading 
agent with $613,000 for the month. The 

P. Devine (Cincinnati) agency set 
out at the beginning of the month to 
write more of the “multiple protection 
policy than the rest of the entire field 
force put together and accomplished its 
objective with $475,000 to spare. 

Life of Virginia—In honor of Presi- 
dent Bradford H. Walker’s 23rd anni- 
versary in the company’s service, a spe- 
cial sales drive produced the largest 
single week’s business in history. 


Connecticut Mutual Life—60 out of 68 
agencies show gains in January. Total 
paid sales in January increased 34 per- 
cent. Demand for annuities still at high 
point with a 509 percent increase in Jan- 
vary. 

Kansas City Life—461 applications 
submitted on Feb. 4. 

Guarantee Mutual Life—Net issued 
business for January 32 percent above 
1933. : 

Columbus Mutual Life—Gain in in- 
surance in force in January, the first in 
31 months to show an actual gain. 

Gulf Life, Jacksonville, Fla—Adding 
a number of district agencies in indus- 
trial department, and establishing new 
ordinary general agencies. Operates in 
Georgia and Florida. Reports total in- 
crease in insurance in force of over $12,- 
000,000, a 30 percent gain. The new in- 
crease was made up of $3,700,000 ordi- 
nary, $1,300,000 group and $7,000,000 
industrial. It had an increase of 40,000 
policies, representing 35 percent in- 
crease. The increase in new paid for 
business was 60 percent and the increase 
in premiums 27.8 percent. 


Reliance Life—Greatest volume of 
new life insurance since 1932 paid for 
in January, totaling $3,878,703, a 61.3 
percent gain. ° 

Union Mutual Life, Me—January paid 
business increased 65 percent and Feb- 
ruary business is being produced at the 
same rate. 

Northern Life, Canada—January writ- 
ten business increased 83 percent with- 
out campaign or special effort. Paid 
business showed substantial increase. 

Leon A. Soper, Los Angeles, Phoenix 
Mutual—January gain of 62 percent in 
life premiums, new high in single pre- 
mium annuities, nearly double the aver- 
age monthly record for 1934. 

S. D. Krueger, St. Paul, Minn., Equi- 
table Life of New York—January paid 
business $1,465,000, best month in 
agency’s history. 

H. K. Schoch, Detroit, Aetna Life— 
Wrote half as much business in Janu- 





ary as during the entire year 1934, and 
1934 showed an increase over 1933 of 
50 percent. 

W. J. Mack, Cincinnati, Northwestern 
Mutual Life—January paid sales totaled 
$701,837, a 91 percent increase. Best 
month since January, 1930. Each of 
the following three paid for in excess 
of $100,000: W. C. Sampson, Jr., A. E. 
Gillman, and Leo Lucas. 

Hays, Hudson & Bradstreet, Los An- 
geles, New England Mutual Life—Janu- 
ary increase 151 percent in paid volume, 
10.36 percent of quota for the year. 

A. A. Dewar, Los Angeles, Equitable 
Life of New York—January gain of over 
100 percent in paid volume. 


M. S. Trueblood, Los Angeles, Union 
Central Life—Gain of over 100 percent. 
February results indicate increase of 25 
percent, 


L. A. Hanley, southwest Texas, Re- 
liance Life—Paid business for 1934 in- 
creased 20 percent. 


J. F. Van Slooten, Los Angeles, Penn 
Mutual Life—1934 banner year in history 
of agency with total paid volume of life 
insurance and annuities of $4,500,000. 

E. W. Owen, Detroit, Sun Life of 
Canada—January paid business doubled 
for a total of $800,268, including group. 

Cc. J. Sauter & Co., Seattle, Equitable 
Life of New York—1934 volume gained 
40 percent, premiums, 62 percent. 


H. B. Nelles, Los Angeles, Prudential, 
(ordinary)—1934 paid increased 60 per- 
cent. 


Wagner & Fuller, Los Angeles, Ohio 
National Life—Gain of 17 percent in 
paid business for 1934. 


J. W. Smither, New Orleans, Union 
Central Life—29 percent gain in written 
business, 


Detroit, Prudential (ordinary)—Paid 
business increased 67 percent in 1934, 
issued 56 percent, despite 39 percent re- 
duction in agency force. Group business 
increased 75 percent. Business in force 
gained $3,000,000, lapse ratio was less 
than half of 1933. In December 343 apps 
for $2,316,750 of ordinary were produced, 
of which 75 “apps” for $959,686 came in 
the last day together with $2,680,000 of 
group, setting all-time records for the 
agency for one month and for one day. 


Thompson & Taintor, Hartford, Con- 
necticut Mutual—Broke all records for 
paid business in 1934, with approxi- 
mately $3,000,000 new business. 


H. C. White, Detroit, Connecticut Mu- 
tual—Paid $3,048,929 new business in 
1934, $514,079 gain. 


A. M. Embry, Kansas City, Mo., Equi- 
table Life of New York—Paid for §$2,- 
267,603 on 707 “apps,” exclusive of 
group, in January—almost a 100 per- 
sons gain. Biggest paid month since 


J. H. Sewell, California, Jefferson 
Standard Life—Paid production increased 
28 percent. Lapse ratio shows a sub- 
stantial improvement, the record for De- 
cember and January being less than one- 
half of the percentage for 1934 to Dec. 1. 
January business indicates 1935 will be 
even a better year than 1934. R.C. Price, 
superintendent of agencies, is to visit 





Go Up the Ladder 











TFJOUR TATHCT IS 


PRESTPEIV? 





MORGAN B. BRAINARD, JR. 


Morgan B. Brainard, Jr., son of the 
resident of the Aetna Life group, who 

fae beer “elected assistant treasurer, 
Cams—e-in—th 1 He graduated 
from Yale in 1927 and then went with 
the Aetna Casualty & Surety, taking 
the bond training course. He entered 
the bond department and a year later 
was transferred to the casualty agency 
department, taking the casualty train- 
ing course. Then he entered the fidelity 
and surety underwriting department, re- 
maining until June, 1930, when he 
joined the investment end of the Aetna 
Life. He has been employed there for 
the last five years. 

C. A. Spoerl, who was also elected 
assistant treasurer, is a Harvard grad- 
uate and afterwards took special courses 
in accounting at New York University. 
Before going to the Aetna Life he was 
assistant cashier of the Home Title In- 
surance Company. He joined the Aetna 
Life in 1925 and was first employed in 
the actuarial department. Later he was 
transferred to the financial division and 





then to the investment end. He is a 
fellow of the Actuarial Society of 
America. 








Sewell agency in Los Angeles to formu- 
late expansion program. 

H. P. Gravengaard, Toledo, New Eng- 
land Mutual Life—Gain of 58 percent in 
1934. January sales substantially better. 

F. L. Sveska, Omaha, Pacific Mutual 
Life—1934 sales increased 85 percent. 

J. B. Macken, Detroit, Mutual Life of 
New York—30 percent increase in paid- 
for in 1934, and nearly 60 percent in 
January. 

A. J. Hill, California, State Life of In- 
diana—Led company in January for 
fourth consecutive month with a 60 per- 
cent gain. 

F. J. Budinger, Chicago, Franklin Life 
—Although the agency paid for 100 per- 





(CONTINUED ON PAGE 27) 








FIGURES FROM DECEMBER 31, 1934 STATEMENTS 





Change Prem. Total Benefits Total 
Total Change in Surplusto Filuc. New Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
Assets _— Policyholders 7 _ Dec, 31,1934 In Force 1934 1934 7, * % 
$ $ $ $ 

Amer, L. & A.... 140,073 —143,977 (are 3,885,552 3,505,356 —1,064,700 135,690 147,706 38,284 275,133 
Amer, States .... 204,994 + 23,264 47,427 7,500 1,245,100 1,473,714 + 332,964 95,470 118,852 37,576 95,945 
American Thrift.. 1,447,043 + 223,174 158,082 = .....06 1,089,275 2,577,374 + 689,360 362,377 434,056 119,014 208,535 
Cal. West. Sta... 41,660,002 +103,757 1,792,188 669,600 *25,231,544 *210,951,572 —8,273,400* 6,383,951 10,542,216 5,672,386 9,124,073 
Conserv. W. Va. 6,331,000 —70,000 713,823 8 8=..25.. 6,331,000 29,479,000 —237,000 845,053 1,190,926 862,338 1,290,929 
Farmers & Bank. 10,191,712 —3871,931 375,000 403,393 11,550,929 49,860,703 —1,186,386 1,278,433 1,975,140 1,250,098 2,109,506 
Great Western .. 2,299,310 +97,209 090,000 ovincce 2,098,943 15,197,018 —3,570,597** 425,925 516,137 158,425 340,299 
John Hancock M..684,065,767 + 28,401,401 45,316,24516,500,000 532,659,313 3,473,967,189 + 62,258,807 127,785,503 164,756,236 91,877,154 130,226,791 
Lamar Life ...... 10,351,700 + 512,025 675,000 300,000 10,621,503 61,308,296 +1,774,765 1,605,197 2,275,289 981,290 1,750,146 
Liberty Nat. ..... 2,572,140 + 234,730 i, eee 731,752,807 43,151,082 + 6,049,787 1,356,905 1,539,951 492,037 1,292,685 
National Life, Ia. 6,902,424 + 224,062 615,479 463,761 4,083,100 59,659,684 —1,052,317 1,240,911 1,684,148 949,901 1,419,820 
Northern Life ... 14,054,437 + 663,548 JR | eee 11,766,179 90,167,541 —395,699 2,758,254 3,833,274 1,833,557 3,164,920 
i See OP 324,521 + 15,911 lS ae 783,435 1,750,162 + 500,704 40,472 112,793 18,420 100,254 
Old Line L., Wis. 18,020,245 +502,648 1,128,346 ...... 4,269,108 73,154,643 —3,884,919 2,098,178 3,144,681 1,653,385 2,614,106 
Pacific Natl. ..... 1,314,753 + 96,901 pd np eS 2,267,750 7,705,593 + 838,967 211,989 297,233 30,560 236,810 
Presby. Min. Fund 23,483,544 + 763,436 1,412,484 ...... 3,780,691 58,851,338 —695,245 2,972,598 4,140,126 2,965,729 3,182,510 
United Life, Kan. 837,519 + 73,233 i! a ae 1,194,515 8,742,960 +119,291 197,860 275,857 69,155 203,517 
West Coast Life.. 21,136,637 —353,917 1,076,807 330,000 15,935,232 112,302,608 —2,274,169 3,921,860 5,498,840 3,447,333 5,837,871 


*Includes group. 
7Ord., $25,158,592; Indust., $6,594,215. 


**$3,558,000 of this amount due to discontinuance of group policy. 


Former Football Coach in 
Talk on Mental Attitud 





AGENTS ECONOMIC DOCTOR 
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General Agent Waddell of Connecticy 
Mutual Addresses New York 
City Association 
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NEW YORK, Feb. 21—While th 
greatest boost to an agent’s mental a. 
titude is the writing of business, it wil 
go hard with him if he can get th 
right mental attitude only when the 
going is good, R. N. Waddell, gener 
agent Connecticut Mutual Life i 
Pittsburgh, told members of the Ney 
York City Life Underwriters Associz. 
ion at the February meeting. Mr. Wat. 
dell, who spent 14 years coaching col. 
lege football, made apt use of his ¢. 
perience in drawing analogies to lif 
insurance selling. 

Making Friends Essential 


“T contend that to have the prope 
mental attitude in our business yo 
must strive to be able to make friend 
and coordinate with people,” he said 
“In picking up a new man in an agency 








I try to see, if I can, if he has the Som 
ability to make friends and if he is in MM deayor 
terested in helping the other fellow, IM priced 
because if he has these qualities, he Mi with r 
has something to help him get the right They 
mental slant in our business—that is to MM stantia 
give service. By service, I mean, pref, few 
scribe economically for the other fe: IMP large ; 
low. on the 
“If in our business we can realize IMM did no 
that instead of being doctors of medi fi There 
cine we are doctors of economics ani [MP already 
that we prescribe for a man’s economit I panies 
ills, it would be a great help. ; keep o 
“T know there is not an agent sitting B® a cont 
here who does not realize and believe MF duce | 
that when you get a man to invest on I The e: 
dollar in life insurance you are getting HRY wholes 
him to put away the best dollar that he 
will ever put away for himself and for 
his family as long as he lives, and that Th 
: : e 
you believe a man can solve his eco tm 
nomic problem through the institution liv evi 
of life insurance more safely, more s¢- mom 
curely and more easily than he cat gm *¢ to1 
through the other six ways that a ma livin 0 
has of trying to underwrite it. Wing 
“Therefore, for a man to desire to a year 
be a real life underwriter, for him to Most 
desire to think not just of the commis J busine 
sion he is going to make, but of tht been y 
possibilities of his being a big man! men of 
the business, he has to have the visio! Ry of com 
of our business, which is so essentid discov 
to his mental attitude.” live m 
ful in 
e . Tan in; 
Kansas Comparative Rating These 
Bill Prohibits the Practic The: 
eal : on a | 
One of the strictest rating serv BRS seekin, 
bills in the country has been filed # They . 
the Kansas legislature. The business “ theme 
“comparative rating” is declared to * and a 
against public policy and unlawful. 10- They 
lation is a misdemeanor, with penalty of ins 
up to $500, six months in jail, or both. their | 
The bill prohibits classifying, ta B® is on ; 
and grouping companies, and use of * is bein 
erature thus differentiating betw® easy n 
companies by agents in selling polici’ is bein 
of insurance, surety or indemnity. It sists, 
also provided that no person, firm | 
corporation shall use, publish, distribut® 
issue or circulate, or cause to be, "7 The: 
any estimate, analysis, illustration to live 
circular purporting to classify, '™ rection 
compare or group insurance compar. Vantag 
according to or taking into conside®: They | 
tion one or more of such factors oe ized m 
Period of operation, amount of peel are no 
ance in force, premium receipts, , par Stars, 
incurred, underwriting costs, , meld catch 
ments, surplus earnings, securities ol being 
management and reputation, resé d tact w 
policy forms, net costs, and liqu! ay they 
assets. Agents, however, would be a young 
mitted to make “accurate statemeny Year f 
of the condition of the company © can in 
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in co a ise to —_ — Agency — —_ ay — bet the last four ge 
A erals realize that production depends | that policyholders set a new peak for 

ttituc Are Getting More Modest Men entirely on the ability of a man to adjust | voluntary repayments. The report shows 






in Agency Ranks 































Agency managers have learned from 
experience during the last few _ hard 
jyears that a particular line should be 
followed in recruiting and training men. 
It is found, for example, that it does not 


‘hile thimepay to try to develop large writers. The 
ental at.gimen who are supposed to be capable of 
S, it will writing $1,000,000 are very few at 
get themmthis time. There’is not a great possi- 
hen th™mbility of developing a man who gets into 
~-generdimthe million dollar class. Furthermore, 
Life jgmthe spotlight of publicity that has been 


directed on these big writers has had 
a demoralizing effect on the modest 
ones. They endeavor to discover what 
are the hidden and mysterious talents 
and forces that cause a man to write 
$1,000,000. They become dissatisfied 
with what they are doing. In conven- 
tions the big writers have been featured 
and yet 99 percent of those attending 
are far more interested in what methods 


he Ney 
Associa 
ir. Wat- 
ling col 

his ex- 
to life 


al 
> «proper 


ss youf/a man follows who can write $100,000 
> friends MM a year. 
he sail, Much Money Is Lost 
1 agency 
has the Some of the agency men have en- 
he is iM deavored to enlist in the cause high 
fellow, MF priced men in other lines who have met 
ities, he MM with reverses and sought other fields. 
the right HR’ They were financed, given a very sub- 
nat is to MM stantial guarantee, were able to write 
an, prt Ha few friends and then petered out. A 
ther {el MM large amount of money has been spent 
: on these supposed topnotchers, but they 
|_realizt MMF did not materialize as successful agents. 
of med: I There has been a sifting out of talent 
nics and already in the business and most com- 
‘Conomlt HS panies agree that it is not profitable to 
fee: keep on the list agents who only write 
it sitting HRS a contract now and then and who pro- 
believe HR duce but a small amount of business. 
vest ont HR The effect on the other agents is un- 
/ getting By wholesome. 
that he ie 
and for Seeking More Modest Men 
oe oe _ The successful agency manager today 
stitution eS developing men who can afford to 
nore se ve ina modest way. The agencies that 
he cat are forging ahead have secured younger 
t a mal men or those in earlier years who are 


t. living at home or who can get by for 
esire to 


a year on $85 or $100 a month. The 
him to Most successful men brought into the 
commis: business during the last two years have 
of the MAR been younger men. They have solicited 
man i! Hi) men of their own generation. A number 
e vise of companies in going over their records 
essentia discover that these younger men who 
live modestly have been quite success- 
es in — applications from those 
‘ ging irom 21 to 35 years of age. 
ting These policies are for small fin 
-actice bod seldom run for more than $5,000. 
poy coe age like the agents, are living 
service ie pth imited income. These agents are 
filed it ng men who are in the making. 
Pe ion are prospects who have adjusted 
d to be = mselves to the new ways of living 
iL. Vie The are working on the lower levels. 
penalty : ad are purchasing such an amount 
PF both thee sarance as can be carried within 
rating i i budget. Much of this insurance 
e of lit is rschaag quarterly payment plan. This 
betwee! a cing presented to young men as an 
polics y uethod of payment. Insurance that 
It s wa bought in this way usually per- 
firm ¢ ’ 
tribe Are Following Directions 
be, ett 
tion PR younger men who are content 
7 ral rection more modestly are following di- 
mpanies “aan religiously. They are taking ad- 
nsider heyg : such helps as are given them. 
ors ized nd that by employing standard- 
; insu methods they can get results. They 
Josses are Not spending their time shooti 
Pha stars, I e shooting at 
inves: catch th €y are not endeavoring to 
og held, cing vthee J fish. They find that by 
eserves tact with ustrious and getting in con- 
idity I they : men of rather modest income 
be pe youn an secure applications. These 
ments Year ¢ men probably can write the first 
yy the . tom $85,000 to $125,000. If they 


Can increase 


their production a bit every 








year they will soon have a nest egg in 
the way of renewals. 

Agency managers that have been deal- 
ing with high steppers, men who have 
to have a lot of money on which to 
live, those that are constantly getting in 
debt and spending much money to get 
business, find an expensive luxury. The 
more modest young fellows have never 
tasted the blood of other days and hence 
they are content to move along, meeting 
current problems and not knowing how 
easy business was secured in the hal- 
cyon era. Those in the business that 
have seen the picture and been able to 
adjust themselves accordingly are writ- 
ing a comfortable amount of business, 
much less than in the past but still suffi- 
cient to enable them to make a fair liv- 
ing. Many agents who have been living 
off of their renewals find that with busi- 
ness lapsing as it has during the last 
few years it has played havoc and 
greatly decreased the deferred income. 
Therefore it has been necessary to give 
more time to securing new business and 





himself to new conditions, to cut down 
his living costs and to be content to 
build gradually but substantially. 


Number of Applications Stressed 


Agency leaders, in their educational 
work, are stressing more and more the 
necessity of getting applications’ rather 
than amount. That is, they find that 
in order to succeed it is necessary to 
secure more applications than before. 
They therefore are getting men in the 
habit of reaching out after an applica- 
tion or two a week. If a man has been 
able to get an application a week he is 
encouraged to increase that to an appli- 
cation and a half, for example, on the 
average. Where agents set their goal 
on number of applications rather than 
amount of insurance they are more likely 
to succeed and get better results. 





More Repayment of Loans 


The Phoenix Mutual Life has pre- 
pared some statistics on repayment of 
policy loans. In January it experienced 
the largest volume of cash repayments 
of any month in its history without a 
single repayment of unusual size. It 
represents a gain of 123 percent over 
January a year ago and marked the 





a drop of 29 percent in demand for new 
cash loans compared with January a 
year ago and a 21 percent drop of loans 
to pay premiums. The total outstanding 
policy loans at the end of January were 
$500,000 less than the corresponding 
date a year ago. It gained 24 percent in 
new paid for business in January. 


Manager Eastcott Is Honored 


W. M. Eastcott, manager of the 
Grand Rapids, Mich., branch of the Sun 
Life of Canada, was guest at a dinner 
given by the agency force in honor of 
his 35 years of service with the com- 
pany. He was presented with a car 
radio. The month ending Feb. 12 was 
dedicated to him and the men paid him 
signal honor by increased production. 
The business for the month was 125 
percent over February of last year. The 
year up to date shows an increase of 90 
percent. 


Manager Lee N. Parker of the Amer- 
ican Service Bureau of Chicago leaves 
Sunday to be gone five weeks. He will 
visit the Rocky mountain states and Pa- 
cific Coast territory, conferring with 
service bureau offices and seeing mem- 
bers of the American Life Convention. 








Life Department .......... 

Accident Department 
Cash on Hand 
Other Assets 


ee ee 


Gain in Admitted Assets 
Total Income 





Outstanding and Deferred Premiums— 


TOTAL ADMITTED ASSETS. .$205,211,144.44 


Total Life Insurance in Force 
New Life Insurance Issued (Paid-for Basis) 
Paid Policyholders during 1934.... 
Grand Total Paid Policyholders since Organization............ 
Capital, Surplus (Assigned and Unassigned) and Reserve for Contingencies 
Average Rate of Interest Earned 
Death Rate, Actual to Expected... 


*Computed on basis authorized by National Convention of State Insurance Commissioners.’ 


acihc Mutual Life 


Insurance Company sranrex 


acific Mutual Presents Its 
67th Annual Statement 


December 31, 1934 


ASSETS LIABILITIES 

Loans on Real Bstatez.. 75 ...cs... $ 87,300,334.51 Reserves on Policies ...........+. $172,941,511.41 

Loans on Approved Collateral..... 4,737,002.50 Reserves for Claims Approved 
Loans to Policyholders............ 38,016,607.28 Payable in Instalments.......... 13,535,271.00 
a . “S 43,144,201.63 Claims Awaiting Proofs........... 2,202,383.00 

Stocks* 4.150 484 o1 Premiums and Interest Paid in 
(Pref. $3,035,522.06, Com. $1,114,961.95) : " PGWANCE one < VURNAUNEE IOS ae see 1,585,244.68 
~~ 5 Sp: ae 16,159,029.35 Reserved for Taxes Payable 1935.. 727,000.00 
(Including Home Office) all colt Ea a a0 ns cae ds suns 484,546.93 
Interest Due and Accrued......... 2,756,816.00 ere PS. 7 eae 
Total Eaabelties .. ok «Sines spe ce $191,475,957.02 


Capital Stock 
3,475,833.10 


Saat 697,664.75 Dividends to Policyholders ..... 1,076,570.92 
wa wee 4,440,909.43 Surplus Unassigned ..--..........  3,944,535.50 
, ones 332,261.88 Reserve for Contingencies.........  3,632,081.00 

MOIS «osc accanrancees fmuatenes $205,211,144.44 


RESULTS FOR 1934—SIXTY-SEVENTH YEAR 
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GEORGE 1.COCHRAN., pnesioent 
Home Office: Los Angeles, California 


eeeee 


Surplus Set Aside for Future 
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5,082,000.00 


$ 7,004,001.39 
45,489,687.91 
5,762,992.84 
637,275,616.00 
54,965,707.00 
25,918,721.25 
313,666,279.83 
13,735,187.42 
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Supervision Cost Is 5% 


Insurance Department of U. S. Chamber of Commerce 
Reports Rest of Insurance Tax Goes to General Funds 





The drive of legislators to increase 
special insurance taxes, licenses and 
fees was successful last year in Idaho, 
Minnesota, Nebraska, Nevada and Vir- 
ginia, and is~ continuing this year in 
many states, the insurance department 
of the Chamber of Commerce of the 
United States reports in its “Insurance 
Bulletin.” With 44 state legislatures 
meeting in regular session this year, 
bills have been introduced in a number 
of states and numerous similar proposals 
are anticipated in others to tax policy- 
holders indirectly. 

_The national chamber takes the po- 
sition that special state taxes levied on 
policyholders through insurance com- 
panies must not be considered as a 
source of general revenue, but reduced 
to the total in the states which will ade- 
quately support insurance department 
supervision, and that a uniform prin- 
ciple of taxing policyholders should be 
adopted throughout the states. 

_ The total of special insurance taxes, 
licenses and fees collected in the con- 





tinental United States in calendar year 
1933, or fiscal year ending between July 
1, 1933, and June 30, 1934, was $81,375,- 
674, according to the latest available 
data, the Chamber of Commerce re- 
ports. This is a decrease of 10 percent 
or $8,106,837 from the previous year. 
The diminished revenue is, due not to 
any reduction in tax:rate, but to reduced 
premium income of insurance companies. 
The chamber’s figures do not include 
taxes which insurance pays in common 
with other branches of industry, such as 
federal taxes and taxes on real estate, 
nor local taxes on insurance other than 
property taxes, levied by municipalities 
or counties in certain states. 


Only Nine Spent More 


Total disbursements of all state insur- 
ance departments (money spent in the 
service of policyholders) were $4,114,884 
in 1933, compared with $4,286,341 in 
1932, a 4 percent decrease or $171,457. 


The percentage of total disbursements to | 


‘policy with regard to social reserve and 





taxes was 5.05 percent, the highest since 
1918. The remaining 94.95 percent was 
used for general revenue purposes. 

Twenty-seven states showed increases 
in percentage of special insurance taxes 
and 21 showed decreases, although in 
actual dollars expended by various in- 
surance departments only nine showed 
increases. Four reported exactly the 
same amount as in 1932, and 35, de- 
creases. 


No Reduction Expected 


“Due to the present stress of fiscal 
affairs in every state,” the bulletin says, 
“it is not likely that these taxes will be 
reduced at this time. On the other 
‘hand, it is obvious that policyholders 
who have generally suffered substantial 
loss of income can ill afford to pay in- 
creased insurance taxes. Increasing such 
taxes moreover is a direct deterrent to 
this form of thrift and provision for the 
future. In current discussion of public 


relief funds, there has been surprisingly 
little recognition of the extent to which 
private insurance itself has served as an 
agency for meeting the situations in 
question. And there seems to be a con- 
flict of purposes when the institution of 
insurance is regarded as a source of tax 
revenue to bear a public burden for fur- 
ther funds for social security and the 
cushioning of want.” 
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IF NOT— 


LIVI 


Do you know definitely—and exactly—how much work you should 
do—daily and weekly—to be sure of the income that you must get 


YOU OUGHT TO KNOW— 
AND YOU CAN KNOW TOO! 


Minnesota Mutual has prepared a special individual Formula Form 
through which you can determine the question for yourself. 


A word will bring it to you 


Write 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 
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King of Davenport | 


——, 











LEE J. DOUGHERTY 


President L. J. Dougherty of the 
Guaranty Life of Davenport, Ia., is the 
king of realm this week in his home 
city. He had a homecoming of quali- 
fied agents and general agents, there 
being a large number gathered for a 
three-day meeting. He _ entertained 
these people at different functions in- 
cluding two at his home where he and 


Mrs. Dougherty received. Thursday 
was a gala day. President Dougherty 
had invited a number of officials of 


other companies to be on hand on that 
occasion. He entertained all the visit- 
ing agents and the guests at breakfast 
at the Blackhawk hotel. At noon he 
again was host to all these folks and 
in addition members of the Davenport 
Life Underwriters Association. In the 
late afternoon he and Mrs. Dougherty 
were again receiving at their home, the 
guests being visitors from other con- 
panies. In the evening there was a 
banquet where the post-prandial talks 
were broadcast for an hour. In addi- 
tion to the Guaranty Life people and 
the guests there were present a number 
of prominent citizens of Davenport. 








Action on Part-Time Agents 


Waterloo, Ia., Managers Enter Into 
Agreement With the Life Un- 


derwriters Association 





In connection with the campaign of 
President Riehle of the National Life 
Underwriters Association to raise the 
standard of agents and to eliminate 45 
far as possible part time people, the 
Waterloo, Ia., Life Underwriters Asso 
ciation submitted to the managers 4 
resolution that it had adopted request 
ing that part time agents be eliminate 
from Waterloo and Cedar Falls. The 
Waterloo Life Managers Association 
was organized and subscribed to the 
agreement set forth by the agents to 
the effect that no agency shall have 0 
its staff in the community more than 
two part time agents at any one time. 
Furthermore, no part time contracts 
shall extend for a period of more than 
six months. It is also agreed that n° 
agent who has such a contract may 4 
the end of six months shal be employe 
by another agency until a six months 
waiting period has expired, without the 
consent of the managers association. 
The secretary of the managers associa- 
tion is required to keep on file a list of 
the part time agents of every members 
office. Guy H. French, agency director 
New York Life, was elected president 
of the managers association, A. E. Rum- 
sey, Penn Mutual, vice-president, and 
L. E. Roethig, manager Metropolitan, 














secretary and treasurer. 
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Remarkable Record Made 
by Late George M. Parks 








The remarkable record of $73,087,705 
business delivered in 38 years under 
11,368 policies, was ended recently by 
the death of George M. Parks, general 
agent at Providence, R. I., for the 
Massachusetts Mutual. This was the 
individual business of Mr. Parks. 

Starting late in August, 1897, he had 
increasingly larger production for ten 
years, in a short time reaching a pro- 
duction level that would be considered 
high even today. Then in 1906 he paid 
for more than $1,000,000. He fell off 
for two years, and again in 1909 reached 
a million, after which he was contin- 
uously a “millionaire,” reaching the 
high mark of $4,572,312 in 1924. 


Averaged $1,924,000 Yearly 


The most unusual feature of his rec- 
ord is that his average paid business for 
the whole period of 38 years was §$1,- 
924,460 a year, and the average number 
of policies delivered was 304 annually. 
He reached the high total of 534 pol- 
icies delivered in 1925. His record year 
by year was: 

No.of Delivered 
Policies Business 








Who Originated Guaranteed 
Premium Reduction Policy? 





_In a recent issue reporting the elec- 

tion of Jay N. Jamison, actuary of the 

Reliance Life of Pittsburgh, as a direc- 

tor of that company, the statement was 

made that he was the originator, in 1909, 

pag guaranteed premium reduction 
icy, 

Now comes a contestant for that 
honor. J, Charles Seitz, actuary of the 
Guarantee Mutual Life of Omaha, states 
that whether there be any honor in orig- 
Mating such a policy or not, he would 
like to see that the historical facts are 
correct, 

a: Jt March, 1906,” Mr. Seitz declares, 

I prepared for the Security Life In- 
surance Company of America policy 
form, ‘guaranteed annual dividend,’ both 
on the ordinary life and 20-payment life 
plan, These guaranteed annual dividends 
Were arbitrarily prepared in order to be 
approximately -equal to some of the 
usual participating annual dividends 
then in use. At that time there was con- 
‘derable discussion in regard to divi- 
a due to the Armstrong investiga- 
; The legislation which followed the 
umtrong investigation gave attention 
b titles of policies, and consequently 
onnted to provide that the titles 
Should show actual facts. Consequently, 


at the beginning of January, 1908, the 
Policies 


which referred to guaranteed 


14 $ 34,500 
58 185,750 
96% 279,500 
148 475,250 
143 513,850 
207% 566,590 
19614 743,060 
22316 738.107 
240 882,988 
257 1,110,324 
230 902,23 
253% 922'337 
264 1,096,287 
309 1,290,781 
294 1,166,121 
2871%4 ~—«-1306,340 
20 1;432/308 
35034 1,563,250 
378 1,677,008 
366 1,771,120 
372 27275,504 
386 3,223,991 
468% 4,020:700 
84 3,733,180 
437% —-:21841229 
38414 2961452 
43516 3/147/990 
436% 45727312 
534 4,232'888 
503 3°947,121 
443 3,423,751 
339 3,324,202 
388 3,443,447 
368% 2544040. 
45% 2018732 
22914 = 1,708,291 
27516 =—-:1570,578 
11 1,440,502 
11,568 $73,087,705 





annual dividends were named ‘guaran- 
teed reduction of premium policies.’ 

“From the statement of these facts, I 
believe that I may claim the origination 
oi these policies unless there be some 
other actuary who can show a history 
prior to that cited by me.” 


Bitten by a Wood Tick 


Mrs. M. E. Foley of Portland, Ore., 
has been awarded an additional $25,000 
in federal court as double indemnity on 
the life of her late husband, Patrick 
Foley, who died 17 days after being bit- 
ten by a wood tick on a hunting trip. 
The jury held that the tick bite consti- 
tuted “a bodily injury effected through 
external, violent and accidental means.” 


Would Strengthen Twisting Law 


A bill has been introduced in the New 
York senate amending the law on mis- 
representation. Incomplete comparisons 
of policies are prohibited. A compar!- 
son would be regarded as incomplete if 
it does not compare in detail the gross 
premiums and gross premiums less any 
dividend or other reduction due at the 
date of the comparison, and the increase 
in cash values of all the benefits pro- 
vided by each policy for the possible 
duration of the contract to be deter- 
mined by the life expectancy of the as- 
sured. The omission from any compari- 








son of any benefit or value provided 
in the policy, or of any differences as to 
amount or period of payments of pre- 
miutns or of differences in limitations or 
conditions or provisions shall constitute 
an incomplete comparison. In any com- 
parison it shall not be presumed that 
the insured knows anything about the 
terms of his insurance. 


Off to Good Start 


All five Hartford life companies re- 

port substantial gains in new paid 
business for January, as against the first 
month of 1934. Despite the fact that, 
in the case of the three stock com- 
panies, January business was aug- 
mented by business written in Decem- 
ber before the Jan. 1 rate increases, but 
not paid for until January, most of the 
companies express their opinion that 
the month’s record is indicative of an 
improvement in volume throughout the 
year. 
The Phoenix Mutual, whose January 
figures were not affected by unusual 
factors, showed a net gain in new busi- 
ness of 24 percent. Huge gains were 
shown by the Connecticut Mutual, but 
much of this must be discounted be- 
cause it is due largely to discontinuance, 
as of Feb. 1, of certain policy forms. 

Gains in all lines are reported by the 
Travelers. Accident business went up 





25 percent, and other casualty lines are 
improved. Life business showed a sub- 
stantial gain over that of January, 1934, 
due in large part to hold over business. 
The Aetna Life and Connecticut Gen- 
eral report similar results. 


Join Audit Bureau 


The Aetna Casualty, the America 
Fore, the North America and Prudential 
have applied for advertisers’ member- 
ships in the Audit Bureau of Circula- 
tions. THE NATIONAL UNDERWRITER is the 
only weekly insurance newspaper which 
is a publication member. 


B. M. A. Statement Out 


The annual statement of the Business 
Men’s Assurance shows total assets 
$10,970,608, of which 31.9 percent is rep- 
resented by mortgage loans, 3.78 per- 
cent by cash, 5.01 percent by federal 
bonds, 2.74 by federal land bank bonds, 
17.61 percent by state and municipal 
bonds, 1.85 by industrial bonds, .35 per- 
cent by railroad bonds; 1.45 percent pub- 
lic utility bonds, 17.12 percent real es- 
tate, 10.96 percent policy loans. 

Life insurance reserves amount to 
$7,265,334, accident and health reserves 
$2,175,301, capital $500,000, contingency 
fund $136,221 and general surplus $536,- 
939. Thus the surplus for policyholders 
is $1,173,160. 











Real Estate 


*Including $4,040,000 
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CARL HEYE, President 


ASSETS 


Mortgages on Real Estate. . 


Government, State, County, 
Municipal and other Bonds*.... 


Home Office Buildings and other 


Interest accrued and other assets. . 


maturing from 1935 to 1937, inclusive. 


FACTS FROM THE GUARDIAN LIFE’S 75th 


® New paid-for business dur- 
ing 1934 increased 34% over 
that for the preceding year. 

© During 1934, terminations of 
existing insurance decreased 
24% in comparison with 1933. 


Guardian ak ‘American sfesilion foe 75 years 


HOME OFFICE - 50 UNION SQUARE, NEW YORK CITY 
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THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


ESTABLISHED 1860 


75th ANNUAL 
FINANCIAL STATEMENT 


DECEMBER 31, 1934 


LIABILITIES 
ouesed $43,250,664.68 Reserves required by Law........$92,192,649.45 
Policy claims in course of payment 1,011,624.91 
12,315,744.03 | UnpaidDividendsduePolicyholders' 141,396.07 
Dividends to Policyholders set 
nener3 14998598. aside for 1935 ................ 2,475,000.00 
i ita 22,66 SELB Reserve against interest due and 
ee 3,513,590.04 accrued on mortgages ......... 500,000.00 
6,777,737.41 Real Estate Profit Reserve...... . 547,344.58 
ee $103,467,122.99 Special Reserve for Contingencies 1,000,000.00 
GENERAL SURPLUS.......... 5,599, 107.98 
short term securities, BE NE nS 
RONG a0 dec dink da dinbdit one che $103,467,122.99 





® Assets increased $5,202,224 
to a total of $103,467,123. 

® Values of securities owned by 
the Company, on the basis of 
Dec. 31, 1934 market quotations, 
exceed the values carried in 


JAMES A MCLAIN, Vice-President 


ANNUAL ‘STATEMENT: 


this Statement by $300,000. 

® General surplus to policy- 
holders increased to a total of 
$5,599,108. Additional surplus 
reserves of $1,547,345 are car- 
ried by the Company. 
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“Hever The Twain Shall Meet’ 


Those men and women who are 


making no preparation for an income 
in their Old Age need advice, and a 
life insurance salesman is qualified 
to give it to them. 





Home Office - 





Why not say it all in a few 
words, as William Cob- 
bett did: 

“To be Poor and INDE- 
PENDENT is an impos- 
sibility.” 


Che Prudential 


Jusurance Company of America 


EDWARD D. DUFFIELD, President 


Newark, New Jersey 



































President 


EXTRACT FROM 
64th ANNUAL REPORT 


December 31, 1934 


$16,405,935.33 (Increase: $870,310.12) 


PREMIUM INCOME — 
, $12,594,534.64 (Increase: $783,506.94) 


ASSETS 
$78,515,318.60 (Increase: $3,130,147.80) 
INSURANCE IN FORCE 
$396,015,756.00 (Increase: $18,731,817.00) 


CAPITAL, SURPLUS and SPECIAL 
CONTINGENCY RESERVES 
$14,886,407.96 (Increase: $248,602.63) 


TOTAL PAYMENTS UNDER POLICY CONTRACTS 
SINCE ORGANIZATION 
$96,123,428.51 (Increase: $7,061,272.29) 


LIFE INSURANCE COMPANY x 


RICHMOND, VIRGINIA 
Organized 1871 


GROSS INCOME 


























OF VIRGINIA 


Trend to U. S. Control of 
Utilities Is Not Alarming 





PROFESSOR BONBRIGHT’S VIEW 





Columbia University Educator Says 
Life Companies Have No Cause 
to Become Concerned 





NEW YORK, Feb. 21.—The apparent 
trend toward government ownership in 
the public utility field should cause life 
companies little uneasiness even if it 
goes to the extent of supplanting private 
ownership altogether, according to J. C. 
Bonbright, vice-chairman of the New 
York State Power Authority and pro- 
fessor of finance at Columbia University. 

“Nearly always the private owners are 
offered a very fair deal,” Professor Bon- 
bright pointed out. “In Knoxville, Tenn., 
for example, the Tennessee Valley Au- 
thority made an offer for the private 
plant which would have yielded bond- 
holders 95 for bonds which were pre- 
viously selling at 40. The real opposi- 
tion came not from the utility owners 
but from the coal interests. Senior se- 
curities of operating companies—the 
principal utility investments of life com- 
panies—can be relied upon to come out 
all right in the event of government 
purchase. 


Competition Is Main Hazard 


“What public utility investors fear far 
more than purchase is competition, like 
Mayor LaGuardia’s proposal in New 
York City. But competition almost 
never occurs without a reasonable offer 
to purchase being made first. The city, 
state, or federal government which is 
proposing to furnish current is inter- 
ested in avoiding the expense of build- 
ing duplicate facilities and the waste in- 
volved in operating competing plants. 
For example, the manager of the pub- 
licly owned Seattle plant has said that 
he could reduce rates 20 percent if it 
were not for competition with the pri- 
vate plant, which splits up the business. 
“However, it is unthinkable that com- 
petition will result in a general system 
of duplicate facilities. Such a situation 
I regard as more inconceivable than a 
revolution which would socialize every- 
thing. 

Says Private Plants Can Exist 


“At the same time, even if such a 
thing were to happen, the examples of 
Seattle, Washington, D. C., St. Louis, 
Cleveland, and Cincinnati show that pri- 
vate companies can exist and compete 
with publicly owned plants. In all of 
these cities except Seattle the private 
plants are doing very well. One factor 
is that the increased demand for current 
has helped offset the lower rate level. 
Another is that the private plants, un- 
der strong pressure to cut their oper- 
ating expenses, have succeeded in doing 


so. 
“I feel that the senior bond issues of 
operating companies still constitute one 
of the best general groups of corporate 
bonds which are available. Of course, 
there is no such thing as a ‘riskless’ in- 
vestment, and we are further today 
from such a thing than ever before.” 


Touches on Holding Companies 


Holdiig company securities, even 
their senior bonds, are generally much 
less desirable, Professor Bonbright 
pointed out. Life companies hold rela- 
tively little of such securities. Gener- 
ally, holding company bonds are little 
else but claims on the common stocks 
of their operating companies. Some- 
times, Professor Bonbright said, a hold- 
ing company may hold some operating 
company bonds or preferred stocks, but 
the typical holding company portfolio 
consists almost entirely of stocks of 
operating companies. 








——— 


Purchases Policy at 2 
a. m., Dies Within Week 








The tempo of modern American life 
and the startlingly abrupt emergencig 
that may arise as a result, is illustrated 
in the case of a prominent New Jersey 
manufacturer. At 2 o’clock in_ the 
morning an application for $50,000 life 
insurance was signed by the manufac. 
turer, after an all-evening session with 
a member of the C. J. Zimmerman 
agency of the Connecticut Mutual Life 
at Newark. Acting upon the advice of 
the agent, the manufacturer paid the 
premium in advance, at the same time 
—2 a.m. Three days later the man 
showed signs of nervous strain, brought 
on by business worries, and was sent 
to the neurological ward of a New York 
hospital. An early recovery was ex- 
pected, but unfortunately a blood clot 
developed and the patient died within 
a week. He had recently passed a rigid 
physical examination and despite the 
fact that the man was dead before the 
policy had been issued, the Connec- 
ticut Mutual promptly paid the $50,000 
to his wife. 


Municipal Interest Ruling 
Worries Canada Companies 


TORONTO, Feb. 21.—Canadian life 
companies, which hold _ substantial 
amounts of municipal debentures, have 
voiced their concern over an announce- 
ment of David Croll, provincial minister 
of municipal affairs, that defaulting mv- 
nicipalities, of which there are some 40 
in the province with bonds amounting 
to about $100,000,000, must pay 3 per- 
cent interest this year. Municipalities 
now paying 5 or 6 percent, but which 
have not met principal obligations, will 
be permitted to pay interest at the 3 
percent rate, but will have to contribute 
to relief costs. 

C. C. Ferguson, general manager 
Great-West Life, has been appointed to 
represent the Canada companies at the 
meeting of bondholders of the city of 
Vancouver, which has threatened to cut 
its rate of interest payments. 








Moratorium Law Upheld 


NEW ORLEANS, Feb. 21—By 
unanimous decision the Louisiana su- 
preme court has held the state mortgage 
moratorium law valid. The law was 
passed in 1934. The court’s ruling was 
in connection with litigation brought by 
the Metropolitan Life against R. L. Mor 
ris, Jr., of New Orleans. The Louisi- 
ana mortgage moratorium law was based 
on the Minnesota law which asserted 
that an emergency existed. The United 
States Supreme Court several months 
ago held the Minnesota law constitu- 
tional. 

“The law favors him (the mortgagor) 
only to the extent of granting him 4 
limited extension of time in which t0 
pay his debt, which time can be extended 
only through the period of economic and 
financial depression which the legisla- 
ture declared to exist and because 0 
which he proclaimed his inability 1 


pay,” the Louisiana supreme court said. 


“Therefore, while the mortgage creditot 
may. be deprived, during a limited tims 


of the privilege of collecting the whole 


of-his claim, yet he is permitted during 


that time to exact of his debtor the 
fruits of the things pledged. The stat 
ute does not ‘impair the integrity of the 
mortgage indebtedness.’” : 


Advertising Committee Named 
President C. A. Palmer of the Insut- 


ance Advertising Conference announces 
the appointment of Arthur Fisk, Prt 
dential; Arthur Reddall, Equitable Life 
The Jefferson Standard Life has ap-|0f New York, and Henry H. Putnam, 
pointed J. S. Logan district manager in | John Hancock Mutual Life, as members 
charge of production in its Los Angeles | Of a special committee to cooperate Wit 
office. He was for several years with | the committee on Life Insurance Wee 
the home office agency of the Pacific | of which M. A. Linton, president of the 





Mutual Life as assistant manager. 


Provident Mutual, is chairman. 
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Gives Comforting View 





as to Municipal Bonds 


G. A. Bangs, president of the United 
Mutual Life of Indianapolis, in an ad- 
dress before the meeting of the Finan- 
cial Section of the American Life Con- 
yention in Chicago presented a com- 
forting view of the municipal bond sit- 
uation. ; 

Municipal defaults, he said, must not 
be regarded in the same light as defaults 
in mortgages, rails, utilities, etc. The 
inexhaustible sovereign power of taxa- 
tion is the assurance. of the ultimate 
payment of the “municipal,” subject only 
to the necessary costs of collection. He 
predicted when the history of “munici- 
pals” during the depression shall have 
been written it will be found the actual 
losses are practically negligible. 

He said there has been almost an en- 
tire absence of attempts to take advan- 
tage of the federal municipal bankruptcy 
law by the financially embarrassed mu- 
nicipalities. 

He sounded a warning as tc the ef- 
fect upon municipal securities of some 
of the federal projects. Such under- 
takings as the TVA, Columbia River 
development, Mississippi flood control, 
etc. may necessitate the federal govern- 
ment acquiring all the property in sev- 
eral counties, thus retiring property from 
the tax roll, which would have a seri- 
ous effect on holders of municipal se- 
curities. Likewise municipal bond hold- 
ers may suffer as the result of federal 
loans to municipalities for construction 
of utilities. This may impair or destroy 
the tax paying power of the existing 
private utilities and will increase the mu- 
nicipal debt, thus diluting the revenue 
properly applicable to the payment of 
onds. 

He emphasized very strongly there is 
a primary moral responsibility upon the 
states to safeguard and protect the mu- 
nicipals and to make every reasonable 
effort and provision to prevent their 
default and to provide for their payment, 





Automatic Provision Brings 


$4,709 to Assured’s Widow 


The value of the automatic premium 
loan provision to the assured and his 
beneficiary was brought out in a death 
claim recently paid by the Columbus 
Mutual Life. In 1929 the assured was 
drowned and no notice was given the 
company. Previous to that the assured 
had paid no attention to policy notices 
and the policy was kept in force under 
the automatic premium loan provision. 
The company did not know where to 
teach him and in 1932 the office records 
were marked “not in force.” When the 
company received information of the as- 
sured’s death and attempted to locate 
the beneficiary who was the father, it 
learned that the latter was also dead. 
However, the assured had married al- 
though his wife didn’t know anything 
about the policy. She was paid the $2,- 
000 face amount of the policy plus $2,- 
000 for accidental death and accumulated 
interest and dividends totaling $709, a 
grand total of $4,709. 


Peculiar Suit Is Filed in 
Inheritance Tax Dispute 








The Northwestern Mutual, Mutual 
Benefit, Penn Mutual, Mutual Life of 
New York and New England Mutual 
Life have been named in a petition filed 
in Milwaukee by executors of the estate 
of J. B. Blake, seeking to avoid personal 
liability for a federal inheritance tax of 
$22,000. The executors ask that the in- 
Surance companies be required to pay 
= inheritance tax, as under the law 
they are held personally liable for the 
tax, since property other than insurance 
1S Not sufficient to meet the tax. 
at Blake left an insurance trust fund 
fre 7466 to his widow and their chil- 
ten. The contracts direct that the in- 





come from the fund be paid to the bene- 


ficiaries and that the principal sum re- 
main intact. Mr. Blake left other prop- 
erty valued at $31,000, but in such shape 
that to dispose of it now would bring 
but $14,000. The companies contend that 
under the contract they cannot be made 
liable for the inheritance tax. 


Urges Trust Cooperation 

Closer harmony between agents and 
trust companies was urged by J. L. 
Weatherly, manager of the Philadelphia 
Trust Company’s insurance trust depart- 
ment, before the Plico Club, home office 
club of the Philadelphia Life. Trust 
companies like life insurance companies 
are benefiting through the public’s de- 
sire for safety at a lower rate of inter- 
est. In demonstrating the cooperative 
rather than the competitive angle, Mr. 
Weatherly said that in the last two years 
he has diverted more than $1,000,000 of 
trusts into single premium annuities. 


Legislation Affects Departments 

Attention is being given to the state 
insurance departments by several legis- 
latures. The bill creating an insurance 
department headed by a commissioner 
in New Mexico has been reported out 
of committee. A measure has been in- 
troduced in Nebraska calling for appro- 








priation of $75,000 for an inquiry into 
insurance department activities. Ne- 
braska also has a measure to increase 
the scale of fees which the companies 
are paying in order to broaden the ac- 
tivities in the state insurance director’s 
office. Commissioner Smith of Utah is 
backing a bill to enlarge his department 
by providing a deputy commissioner, 
actuary, accountant and necessary field 
men. The extra expense would be se- 
cured by establishment of an insurance 
fund in which all fees collected by the 
department in licenses would be placed. 

An economy measure in Iowa may 
affect insurance department officials, a 
5 to 18 percent cut in public officials’ 
salaries being sought. 


Assessment People Join Drive 


The Indiana Association of Mutual 
Assessment Companies has adopted a 
resolution condemning the operations 
of unlicensed companies and commend- 
ing the attitude of Commissioner Mc- 
Clain of Indiana toward such opera- 
tions. The resolution apparently was 
prompted by messages sent out by bet- 
ter business bureaus against bootleg in- 
surance operators, which contained ref- 
erence to “assessments.” Members of 
the Mutual Assessment Association 





feared that the public might construe 

such attacks as being directed against 

them. The association embraces 18 
companies, The secretary is H. R. 

Spurling of Fort Wayne, secretary and 

ae manager of the Anthony Wayne 
ife. 


Held for Illegal Writing 

At the instance of the Ohio depart- 
ment and the Buckeye State Sheriffs’ 
Association, Charles Kendall of Colum- 
bus has been arrested, accused of ob- 
taining membership in a “sheriffs’ as- 
sociation” at Milwaukee and issuing 
$1,000 insurance policies on the police- 
men of a municipality. It is asserted 
that representatives of the association 
have been apprehended in other states. 


Agent Winners Take Cash 


Five agents who won in the Novem- 
ber-December “Washington trip” pro- 
duction campaign of the North Ameri- 
can Life, Chicago, elected to take the 
“commuted value” rather than the trip. 
They are: Myron, agency 
supervisor Fargo, N. D.; G. W. Payne, 
Los Angeles; Carl Dunkel, Canton, O.; 
Ben McNamara, Des Moines, and J 
A. Kappelman, Evanston, IIl. 
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The NEW 


LIFE-TIME 


The Thorough Training Plan 
of Our Consultants 












Company 


Reserve 


the Field 


We believe that the interests of 
Policyholders, Field Force and 


We believe that wastage in the 
Life Insurance business is borne 
by Policyholders, Field Force 
and Company alike, 


We believe that Standards of 
Performance are attainable which 
Will eliminate waste, and 


We believe that these principles 
should find expression in the 
relationship entered into between 
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sultants. 


TIME Plan. 


of divisional directors. 











President 


Home office schools of two weeks’ duration inau- 
gurate the training program for our field repre- 
sentatives to qualify them as policyholders’ con- 
All recruits to our field organization— 
experienced or inexperienced in life insurance 
work—are required to attend this school or become 
acquainted with the fundamentals of the LIFE- 


The second step in our broad training program 
is a period of intensive training under the guidance 


The third phase is a complete correspondence 
course which the consultant must continue under 
supervision of the home office. 


ALEX C. GREEN 


Needs are diagno 


For this work, co 
gether new basis 
sentatives. 


plan. 


Under the LIFE-TIME Plan, our consultants 
work toward a goal of selecting and qualifying 
a definite life-time clientele. 
clients a truly professional service. 
policies are surveyed, and brought up-to-date. 


program is planned on a scientific basis. 


Persistency of business, average size 
of policies, and other factors which enter into the 
actual value of business in force to the company 
are taken into consideration in the remuneration 













They offer these 
Each client’s 


sed, and a life-time insurance 


nsultants are paid on an alto- 
for life insurance field repre- 
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KANSAS CITY, KANSAS 


The third of our home ofice schools is being held. 
Applications for enrollment in our next school are 


GEORGE L. GROGAN 
Agency Vice-President 






Inquiry is invited from capable 
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Supporting the State Department 


THE Ohio legislature is to be com- 
mended for increasing the appropriation 
for the support of the state insurance 
department by adding $37,700. This 
will enable the department to employ 
20 more people and it will therefore be 
more efficient. While this is no time to 
increase governmental expenditures be- 
cause economy should be _ practiced 
everywhere, yet the state insurance de- 
partments should be so strengthened 
that they will be able to give greater 
protection to the people. 


Every department should be suffi-” 


ciently manned so that it can employ 
capable examiners and heads of divi- 
sions. The insurance companies pay 
large sums of money in taxes and fees 
to the states. A very small part is set 
aside however for the maintenance of 


the insurance department. In the be- 
ginning the insurance business was 
taxed so that the department could 
function. Now the insurance industry 
is one of the chief contributors to the 
general fund of the state. Some depart- 
ments find themselves incapable of ren- 
dering service of even fair quality be- 
cause of lack of money for their main- 
tenance. 

The people demand to be protected 
so far as their insurance is concerned. 
They are justified in making this de- 
mand. The state should see to it that 
they are protected. The only way that 
a state can do this is to see to it that a 
competent head of the department is 
appointed and then that he has suffi- 
cient money to man his office with cap- 
able people. 


Advancing Years No Handicap 


It 1s often brought out that life in- 
surance salesmen do not have to think 
of advancing years so far as occupa- 
tional permanency is concerned. In 
many lines of business there is a com- 
pulsory retirement age. Where there 
is not, a man over 50 is always in dan- 
ger because his concern is looking for 
younger men. Very few corporations 
have pension plans. Therefore, as one 
grows older his business tenure be- 
comes more insecure. This is the day 
of young men. 

The life insurance salesman has a 
sense of security because as long as his 
health and mentality remain unimpaired 
he can go ahead with his work. There 


are many good agents that have reached 
age 70 and are producing a goodly 
amount of business. The EQuITABLE 
Lire of New York recently featured 
A. H. Hunt of the Indiana state agency 
who is now 75 years of age. Last year 
he wrote $353,315 in business for 41 
cases, the premiums exceeding $16,000. 
He has been with the EguiTaBLe for 36 
years and most of his business is writ- 
ten on old policyholders. In fact only 
eight of the cases last year were new 
applicants. In these days of unemploy- 
ment and insecurity the life agent can 
congratulate himself that he has a 
permanent job so long as he continues 
to make good. 


Importance of Dentistry 


Dr. M. D. Grsps, eminent dentist at Hot 
Springs, Ark., who created much inter- 
est starting three years ago in calling 
attention to the importance of dentistry 
in life insurance examinations, is still 
contributing to medical journals valu- 
able treatises on the subject. In recent 
years it has been apparent to many that 
the effect of devitalized teeth on health 
is highly important. It is stated that 
at the Mayo Crrnic at Rochester, N. Y., 


patients are actively commanded to 
have such teeth extracted, whether the 
x-ray shows any disturbance or not. 
Progressive professional men certainly 
realize the danger of dental infection 
and the importance of clearing up such 
foci if many of the diseased conditions 
being dealt with are to be treated suc- 
cessfully. This is a subject that life 
companies have treated too lightly in 
medical examinations, 





PERSONAL SIDE OF BUSINESS 





In his talk at the dinner tendered 
him by Ohio insurance men in Colum- 
bus, Superintendent R. L. Bowen de- 
clared that he intends to start a 
“rogues’ gallery” in the department of 
insurance. Insurance men assumed 
that he intended to open a gallery with 
the pictures of all the insurance men 
who had in one way or another violated 
the insurance laws. However, he re- 
assured them with the statement that 
his rogues’ gallery is to consist solely 
of the pictures of his predecessors in 
office. He has started a canvass for the 
pictures, and hopes to have his gallery 
complete before many months. 


All of the members of the Mutual 
Trust Life agency at Rockford, IIl., 
and their wives met last Saturday eve- 
ning with General Agent Hollis E. 
Beckman, to celebrate a most success- 
ful January, the agency having ex- 
ceeded its monthly paid volume quota 
by a very substantial margin. Super- 
intendent of Agents L. R. Lunoe of the 
home office and Mrs. Lunoe attended 
this gathering. On behalf of the com- 
pany, Mr. Lunoe presented to Mr. and 
Mrs. Beckman a chest of silver as rec- 
ognition of Mr. Beckman’s achievement 
in having qualified for 36 consecutive 
months in the Monthly Standard Club, 
an organization of leading producers. 


Byron C. Howes, general agent in 
Chicago for the Berkshire Life, is in 
California for a few weeks. 


An advertising campaign, featuring in- 
terviews with important citizens of Des 
Moines about their own life insurance 
and life insurance in general, is being 
conducted by C, V. Shepherd, manager 
of the National Life of Vermont in Des 
Moines. Mr. Shepherd reports that the 
campaign has been most successful and 
has given the agency and the company 
much publicity. The advertisements ap- 
pear weekly. They are captioned “They 
tell me—by the Inquiring National Life 
Man.” A picture of the man interviewed 
appears. 


E. L. Carson, Equitable Life, presi- 
dent Milwaukee Life Managers & Gen- 
eral Agents Association, spoke on “The 
Institution of Life Insurance” before 
the Kiwanis Club at Eau Claire, Wis. 


B. A. Notzon, inspector of agencies 
for the New York Life in Kansas City, 
is celebrating his 30th anniversary with 
the company. A special meeting will be 
held in his honor there May 17-18, with 
Walker Buckner, vice-president, as the 
principal speaker. He joined the com- 
pany in San Antonio in 1905. He has 
been connected with the St. Louis, St. 
Joseph and Denver agencies, and in 1921 
became supervisor of the southwestern 
department, with headquarters in Kan- 
sas City. 


. George Mammen, 71, assistant gen- 
eral manager of the Metropolitan Life 
in Milwaukee until his retirement in 
1928 after 35 years’ service, died at his 
home in Milwaukee. He entered the 
service of the Metropolitan in 1893 at 
Covington, Ky., and was transferred to 
Milwaukee in 1904. 


A. J. Groesbeck, president Michigan 
Life, Detroit, has been appointed trus- 
tee for the Detroit Harbor Terminals 
by the federal court, following approval 
of a petition for reorganization of the 
company under the bankruptcy act. 


C. A. Wray, a life insurance man for 
48 years, died last week at the age of 
76 in Philadelphia. He entered life in- 
surance in 1887 as an agent, represent- 
ing the New York Life. He soon be- 
came Delaware manager. In 1895 he 
became general agent of the Home Life 
of New York for eastern Pennsylvania 
and Delaware. Due to his ability as 
an organizer and his own large personal 





ee 


production, the business of the com. 


pany in that territory steadily jp. 
creased. He was a Home Life gener,| 
agent and active in the business until 
he suffered a heart ailment last Sep. 
tember. He was president of the Phil. 
delphia Association of Life Underwrit. 
ers for two terms. 


Littleton Fitzgerald, agent at Rich. 
mond, Va., for the Northwestern Mu. 
tual Life for nearly 50 years, died 3 
his home there at the age of 87. For 
some years he was one of the leading 
producers for the Northwestern in his 
city. 


J. N. Russell, agency adviser Pacific 
Mutual Life, accompanied by Mrs, 
Russell; is to sail from San Francisco 
Feb. 22 on the President Hoover of 
the Dollar line, with 25 members of the 
Los Angeles chamber of commerce, on 
a good will tour of the Orient cover- 
ing 84 days. There will be a one-day 
stop at Honolulu, Feb. 27, after which 
the boat will proceed to Yokohama, 
The return trip will be from Yokohama 


on the President Coolidge, _ starting 
April 26 which is due to arrive in San 
Francisco May 8. While in the 


Orient Mr. Russell will visit life com- 
pany home offices. 


M. C. Nelson, state manager for the 
Equitable Life of New York in Des 
Moines, who is also general chairman 
of the National association convention 
committee, and Mrs. Nelson have sailed 
from New Orleans for a 16-day cruise 
to Guatemala. 


Gerard S. Nollen, president of the 
Bankers Life of Iowa, holds policy No. 
1,000,000 in his company. The Bankers 
Life finished its first million of policies 
issued Feb. 13, and President Nollen 
applied for it as a valentine for Mrs. 
Nollen. He bought ordinary life. Pol- 
icy No. 1 was issued 56 years ago to 
E. A. Temple, founder and first presi- 
dent. 


George T. Wofford, father of Mar- 
ager Harris L. Wofford of the Pruder- 
tial in New York City, and a represen: 
tative for the last 38 years of the New 
York Life in Johnson City, Tenn., died 
there following a sudden heart attack 
He was also president of Wofford Bros, 
a general insurance firm established ™ 
1886. He leaves a widow and four sons. 


Leslie J. Hogg, Great-West Life head 
office, has passed the final examinations 
of the Chartered Institute of Secretaries, 
London, qualifying for the degree o 
A.C.LS. Mr. Hogg has been with the 
company for 16 years. 


Tucker Carrington, auditor of the 
Union Central, died last week at the 
age of 66. He was a brother of J. ®& 
L. Carrington, actuary of the compaty. 
Mr. Carrington had been with the Un- 
ion Central 29 years, 15 years as audi 
tor. He had been ill about a week. 


The engagement of R. J. Learson, 
sociate actuary of the Western & South- 
ern Life, to Miss Harriet Grever, 25° 
of Cincinnati, has been announced. ; 
Learson went to: Cincinnati four ye! 
ago from Boston, having started in I 
insurance with the John Hancock u 
tual. A brother of the bride-to-be, » 
E. Grever, is connected with Mr. Leaf 
son’s department in the Western 
Southern. 


W. G. Preston, Jr., assistant secrelay 
and assistant treasurer of the Ohio 1 
tional Life, has resigned to join the 
tional Broadcasting Company 1" . dent 
York as assistant to the vice-presit 
and treasurer. Mr. Preston is the ent 
of W..G. Preston who was the pres! 
of the Bankers Reserve Life o = 
which the Ohio National took vale 
Young Preston graduated from 
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und for a while was assistant to Presi- 
jent Hutchins of the University of Chi- 
ago. Later he joined the Bankers Re- 
serve and became one of its officials, 
going to the Ohio National Life after 
he merger. 


Guilford Dudley, Jr., who becomes 
agency secretary of the Life & Casualty 
of Nashville, gives all his time to the 
production of ordinary business and edu- 
cational work in that connection. He 
started with the company as agent in 
the ordinary department at Nashville, 
Dec. 1, 1930. 


Eldon Auker, pitcher for the Detroit 
Tigers, is an agent for the Equitable of 





New York, he having been procured by 
A. D. Hemphill and A. G. Schneider of 
the Kansas City agency. Mr. Auker was 
a baseball and football player in college 
and after graduating played one season 
at Moline, I1l., and Beaumont, Tex. He 
started with the Detroit American 
League last year, that being his first 
year in big company. He won 15 games 
and also won the game he pitched in 
the world series which followed. 


Six Pittsburgh men were among the 
50 production leaders of the Mutual 
Life of New York in 1934. A. F, Haas 
is Pittsburgh manager. The six men 
are: Charles Benjamin, A. E. Wright, 
W. B. Lichliter, D. S. Aungst, M. V. 
Hyde and W. K. Rennie. 
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NEWS OF THE COMPANIES 





Country Life Has Good Year 


Company Will Have Educational Con- 
ferences for Its Agents in Focal 
Illinois Points 








At the annual agency convention of |’ 


the Country Life of Chicago at Spring- 
field, Ill, this week, General Manager 
L. A. Williams announced that a series 
of educational meetings will be held in 
four or five points through the state, so 
that agents can become greater special- 
ists in their calling. The Springfield 
convention was an educational confer- 
ence, the chief speaker being A. 

Jaqua, associate editor of the “Diamond 
Life Bulletins” at Cincinnati. The Coun- 
try Life has demonstrated what can be 
accomplished by a company concentrat- 
ing in one state. Last year it had 900 
agents that wrote some business. It has 
almost 100 general agents in Illinois, 
there being at least one in every county. 
They also write personal business. Al- 
together it has about 150 full time men. 
Some of its agents are engaged in sell- 
ing automobile insurance for the Illinois 


_ Agricultural Mutual. Others are selling 
' memberships in the Illinois Agricultural 


Association and there are other activi= 
ties in which the farm organization is 
All these people produce 
some life insurance. One agent, Ben- 
Jamin Roth of Bloomington, produced 
$990,000 last year. While the bulk of 


| the business comes from the farmers, 


the Country Life is securing a consider- 


» able amount from some of the cities. At 


the annual meeting Talmage De Frees 
of Smithboro, Ill, who is a prominent 
fruit grower in Bond county, was 
elected a vice-president to succeed A. R. 
Wright. 


Annual Statement is Given 


Its new statement shows assets $3,- 


» °81,143, of which $39,696 is cash, $1,- 
| 29,576 federal securities, $735,485 other 


bonds, $335,980 policy loans. Its capital 
and surplus amount of $644,986. It paid 
or $16,102,000 new business and recov- 


) red $1,928,500 lapsed business, making 
| 4 total of $18,030,500. Its insurance in 


lorce is $66,029,000. Its net lapse ratio 
for the year was 4.9 percent and its 
8ross lapse 8 percent. Its mortality was 
*8.8 percent. It gained in insurance in 


| force about $12,000,000 on the average. 


et in net interest 3.48 percent. 
‘ might be considered a compara- 
vely low average, but it is due to the 


| 2fge amount of government securities 


m the portfolio. There was no security 


€ end of the year in default in prin- 
Cipal or interest. F 





Report on Continental Life 


jeomrance in force of the Continental 
a t. Louis was $71,766,266 at 
ome es it January, according to a re- 
Whee : by Superintendent O’Malley. 
May ti € took charge of the company 
we ac. 1934, the business on its books 
cea Imated at $94,000,000. Income 
an Ags $154,702, and expenditures 

than Investments, $123,741. 











Pacific National Has Gains 


Salt Lake Company’s Annual Statement 
Gives the High Spots of the 


Year 








The Pacific National Life of Salt Lake 
City in its new statement shows assets 
$1,314,753, gain 8 percent, capital $669,- 
147, net surplus $208,885, gain 4 percent, 
It increased its production 21 percent 
and its insurance in force 12 percent. 
Its mortality ratio is 42 percent. Its 
premium income gained 14 percent and 
its total income 10 percent. It reduced 
its total disbursements 8 percent. Its 
investment portfolio is well distributed. 
Its ratio of assets to liabilities is 301 
percent. It has on deposit with the state 
of Utah $500,000 in approved bonds. 
The company operates in Utah, Idaho, 
Montana, Colorado, Wyoming, Nevada, 
Arizona and Colorado. 


sippi territory. 





President Kern Comments on 


Progress of Alliance Life 





The Alliance Life of Peoria, which 
took over the Peoria Life, closed the 
year in excess of $100,000,000 of insur- 
President M. A. Kern 
states that it is conserving over $15,- 
000,000 a month of the Peoria Life busi- 
In commenting on the condition 
of the Alliance Life President Kern 


ance in force. 


ness. 


said: 


“Our assets have held up splendidly 
during the depression. The company’s 
first mortgage farm loans have been 
confined to the Illinois corn belt, not 
Our 
bonds have been selected with safety 
rather than yield being the objective, 
and as a result show most satisfactory 


a single loan being in default. 


market values. 


“We have been exceedingly pleased 
with our conservation of Peoria Life 
policies, and have every reason to be- 
lieve that because of our excellent finan- 
iti to- 
gether with the fact that the Alliance 
Life is not increasing its rates, as are 
many other companies at this time, 1935 


cial condition and cash _ position, 


will prove a good year.” 


Omaha Life Is Obligated to 





Reimburse Brokerage Firm 


The Omaha Life, which was reinsured 
in the Ohio National Life in 1931, has 
been held liable by the Nebraska su- 
preme court for losses sustained on ac- 
count of the failure of the Omaha Life 
to pay for certain bonds ordered from 
the brokerage firm of Wachob, Bender 





& Co. 


E. M. Searle, Jr., then president of 
the Omaha Life, arranged with Wachob, 
Bender & Co., to purchase certain school 
bonds and the brokerage concern ad- 
vanced the necessary funds under an 
agreement that the Omaha Life would 


; Carl R. Mar- 
cusen, the president, is one of the well 
known executives in the trans-Missis- 





Financial Strength 





Summary of the twenty-fifth annual statement of the 


MONTANA LIFE 


INSURANCE COMPANY 


(Enduring as the Mountains) 


HELENA, MONTANA 






















Assets $12,404,996.78 


U. S. Government Securities (Amortized) ...... $ 680,719.05 
Cant end Wiehe. 55952395 SFR5 CURIE SEI BH 98,084.64 
enna ete ee ee led. Ses eee S ie idee i. . 6,066,851.89 
Interest Due and Accrued................+++- 108,395.00 
First Mortgage Loans...........22.cecceeeess 1,176,298.56 
Pabiey  Ueate ccc nsec cececnccccccccccevecsoes 3,552,743.55 
Sones. 40:6 Eo hd ae phe Heeb obeb heh id db Rd NONE 


Real Estate 
Home Office Bldg. (actual cost 1924, 




















pS eee oP ee ee eee 100,000.00 
Other real estate acquired through foreclosure 256,586.85 
Real estate acquired through foreclosure, sold, 

Cis ec do bation Wa Ge Seiden eo Bai 124,675.15 

Renewal Premium Notes...............-2e08- 23,916.44 
eR EERE ESS EEVEEE EYE ELLE 216,725.65 
Liabilities $12,404,996.78 
Policy Reserves. .i..... 6.6. .cdeddecesccccees $9,989,827.00 
Installment Payments to Beneficiaries......... 136,845.00 
TRAE CIE ss cece nn ensdccccccccecesecces 36,474.00 
Reserves for Unreported Claims............... 25,000.00 
Death Claims Due and Unpaid................ NONE 
Premiums and Interest Paid in Advance....... 127,085.00 
All other Liabilities........ ccacada wate cendwi 14,430.61 
Reserve for Taxes Payable in 1935............. 36,110.00 
Contingency Reserve ...........ccccccccecees 539,225.17 
Camee BA Soe ce ccnecass $ 500,000.00 
Unassigned Surplus ............ .- 1,000,000.00 
Surplus to Policyholders—$1,500,000.00 
Ratio of Assets to Liabilities 
DOS. xs aoa coat pil ee Ae Ory 117.38% 
3.4% AU 116.51% 1933... 200000004 .119.13% 





State of Montana Insurance Department 


I, John J. Holmes, State Auditor and Commissioner of Insurance, 
DO HEREBY CERTIFY, that the Montana Life Insurance Company of 
Helena, Montana, had on deposit with this Department, on December 
31st, 1934, securities for the benefit of all policyholders as required by 
law, in the amount of $11,316,168.29. 


IN WITNESS WHEREOF, I have hereunto set my hand and~ affixed 
my official seal at the STATE CAPITOL in this City of Helena, this 14th 
day of January, 1935. 


(Signed) JOHN J. HOLMES, | 


State Auditor and Commissioner of Insurance. 
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A GOOD COMBINATION 


Volunteer State Life representatives are equipped 
with a complete line of low net cost non-participating 
life and annuity contracts. 


Our Agent’s Agreements contain commission 
schedules, both first year and renewal, that are highly 
remunerative—a reasonable paid volume earns full 
renewals. 


All Agreements made direct with Home Office. 


THE VOLUNTEER STATE LIFE 
INSURANCE COMPANY 


Chattanooga, Tennessee 
RICHARD H. KIMBALL, President 


Faithfully Serving Policyholders Since 1903 





























































Stepping Stones to Sales Success 


The man who enters the field of life underwriting can succeed 
much more readily if his course is intelligently charted and his efforts 
wisely directed. To that end we offer the new man the following 
program: 


1. Training that will enable him to get into production early in his 
career. 


2. Supervision in the field under competent direction that will fix 
proper sales habits from the start. 
as 


3. A prospecting ¢ q 


that will give him enough of the right 
kind of people to see. 





4. Organized sales presentations that will sell life insurance. 


5. Daily Planning Charts and Time Control that automatically reduce 
“scatteration of effort." 


We have unusual opportunities right now for new men who are qualified to 
carry out this kind of a program. If you contemplate entering the field of life 
underwriting, we invite you to write us for particulars. 


Address your inquiry to 









Home Office: Portland, Oregon 





"Pioneer Mutual Life Insurance 


Company West of the Rockies” 


take up the bonds and pay for them 
within 60 days. The Omaha Life failed 
to pay for the bonds. 

The Omaha Life relied upon the Okla- 
homa statute which prohibits investment, 
sale, or loan, which has not first been 
authorized by the board of directors or 
by a committee thereof, charged with 
the duty of investing or loaning the 
funds of the company. 

Minutes of the directors of the Omaha 
Life do not show that any persons were 
ever appointed, charged with the duty of 
investing or loaning company funds. 
However, the directors knowingly per- 
mitted Mr. Searle to perform the acts 
that would naturally devolve upon such 
committee. The directors, having recog- 
nized the course of dealings of Searle 
on behalf of the Omaha Life in similar 
transactions with Wachob, Bender over 
a period of years, the brokerage firm 
having dealt with Searle in good faith 
and parted with value for the benefit of 
the Omaha L.ife, the failure of the di- 
rectors to have actually appointed the 
president the committee for the purpose 









of making investments does not mak 
the transaction void, but voidable only, 
Under the facts the Omaha Life j, 
estopped from now contending againg 
the brokerage firm, that the transaction 
was unauthorized. 





Pilot Life Figures 


The Pilot Life of Greensboro in its 
new statement shows assets $14,257,593 
of which $834,230 are mortgages, $9. 
934,413 stocks and bonds, $4,197,333 
policy loans, $434,332 cash, $2,132,653 
real estate. It has capital and surplus 
$1,698,179. The company is one of the 
active institutions of the south. 





Oklahoma Travelers Reinsured 


L. H. Savage of Oklahoma City, re. 
cently appointed receiver for the Okla 
homa Travelers Life, announces that the 
company has been reinsured in the Re. 
public Life of Oklahoma City. The 
Oklahoma Travelers, organized in 190, 
Was an assessment company. 








AMONG COMPANY MEN 





Home Office Executives of 
Atlantic Life Are Advanced 


Promotion of several officials of the 
Atlantic Life is announced. J. W. Sin- 
ton, actuary and secretary, is advanced 
to vice-president. Ray P. James, as- 
sistant actuary, becomes actuary and 
H. L. McConnell, assistant, becomes 
secretary. D, E. Fortna, with the ac- 
tuarial department for many years, be- 
comes assistant secretary. C. M. Miller, 
Jr., was named manager of the newly 
created bond department. He was for- 
merly with another life company in 
Richmond in a similar capacity. Mr. 
James, the new actuary, was formerly 
actuary of the Virginia department. 

It was also announced that E. A. 
Saunders has retired as chairman of 
the board and that this office has been 
abolished. Mr. Saunders, a former 
president of the company, remains a 
member of the board and also retains a 
large stock interest in the company. 


Equity Life’s Officers 

In the recently issued Underwriters 
Handbook of Arkansas-Oklahoma, the 
officers listed for the Equity Life of 
Oklahoma City are incorrectly given. 
The officers are: P. A. P. Goodall, 
president; Dr. A. R. Lewis, vice-presi- 
dent; E. U. Gamlin, secretary-treasurer. 
The Equity Life was formerly the 
Oklahoma Life & Accident of Fred- 
erick, Okla. The name was changed and 
it moved to Oklahoma City in 1934. 


Seaboard Life Changes 

R. M. Underwood, agency manager 
of the Seaboard Life of Houston, has 
resigned to enter business for himself, 
David Faulkner, formerly secretary of 
the company, has been named to suc- 
ceed Mr. Underwood. 

President Burke Baker has _ taken 
over the investment end of the busi- 
ness handled by Mr. Faulkner. R. L. 
McElhannon, Jr., assistant secretary, 
will look after the management of the 
home office organization, and R. L. 
Davis has taken on many of the duties 
of assistant secretary. 


Jenkins Is Promoted 


W. A. Jenkins, associate actuary, has 
been promoted to underwriting secre- 
tary and associate actuary of the Lin- 
coln National Life. Mr. Jenkins, who 
has been with the Lincoln National 
since 1931, will take over the duties of 
Cecil F. Cross, who has been named sec- 
retary and assistant manager of agencies. 
Mr. Jenkins holds fellowships in both 
the Actuarial Society of America and 
the American Institute of Actuaries. He 
has degrees from the University of 




















Chicago and the University of Michigan. 





‘|He taught insurance mathematics 2 


Michigan and Harvard Universities, He 
was associated with L. A. Glover & Co, 
consulting actuaries of Chicago, 1996. 
1931. 





Jefferson Standard Promotions 


C. H. Doggett has been appointed 
manager of the financial department of 
the Jefferson Standard Life. M. H, 
Crocker becomes assistant manager. Mr. 
Doggett has been with the company for 
15 years, the entire time being devoted 
to the financial end. Mr. Crocker has 
been with the Jefferson Standard for 
eight years. He served in various other 
capacities with the company before be- 
ing assigned to the financial department, 





W. J. Isaac Resigns 


W. J. Isaac of the conservation de- 
partment of the Central Life of Illinois 
has resigned. He had been with the 
company since the middle of 1933, hav- 
ing to do with conservation, correspon- 
dence, reinstatements and underwriting 
of reinstatements. Company officials 
stated that the need for the special work 
which he did had ceased. 


Goodrich Made Actuary 


At the annual meeting of the Cer- 
tral States Life of St. Louis, C. & 
Goodrich, who had been assistant at: 
tuary, was named actuary. Three new 
directors were elected: R. A. Boyle, 
A. G. Stifel and G. B. Logan. 








Bachman, Jurgensen Elevated 


. W. Bachman has been elected 
president of the Western Union Life of 
Nebraska, succeeding Lieutenant Gor- 
ernor W. H. Jurgensen, who becomes 
chairman of the board. Mr. Bachmat 
was formerly vice-president. Walter 
Herbert and Dr. Joseph Bixby wet 
elected vice-presidents. 





J. S. Ray to Home Office 


J. S. Ray, who has been assistatt 
manager in charge of the High Poitt 
N. C., agency of the Metropolitan Life, 
has been promoted to agency sales if 
structor with headquarters in NeW 

ork. 





Ontario Equitable Appointment 


The Ontario Equitable, Waterloo 
Ont., has appointed H. E. Power set 
retary. He joined the company 1m 1923 
and was made assistant secretary ™ 
1925. 





Churchill Assistant Actuary 


J. D. Churchill of the actuarial de 
partment of the Southland Lies 
Dallas has been made assistant actual? 
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LIFE AGENCY CHANGES 





en 


Clarke Agency Is Appointed 





Pittsburgh Office Takes General Agency 
of Continental Assurance in 
Western Pennsylvania 





The Harry G. Clarke Company has 
been appointed general agent of the 
Continental Assurance in western Penn- 
sylvania, with headquarters at Pitts- 
burgh. C. W. Elton heads the agency. 
He entered the insurance business with 
the Connecticut General Life as special 
representative in the group department. 
In 1931, after five years’ home office and 
field experience, he was promoted to 
assistant manager in Pittsburgh. In 
1933, he resigned to become president 
of the Clarke agency. 

Mr. Elton is a graduate of Carnegie 
Institute, department of business admin- 
istration. He was employed in engineer- 
ing work for a year or more and then 
in the advertising field. He is a director 
of the Pittsburgh Accident & Health 
Club, was one of the founders and a 
past president. He has a successful rec- 
ord in sales and organization activities. 


Three Agencies Appointed 

Giles Anderson has been appointed 
general agent of the Occidental Life of 
Los Angeles at Aberdeen, S. D. He 
was formerly with the Equitable Life 
of New York in that district and prior 
to entering life insurance was a school 
principal, Abe Friedman has been ap- 
pointed general agent at Rapid City, 
S. D. He was formerly district man- 
ager at David City, S. D., for the United 
Benefit Life of Omaha from the time 
it began operation. The Helling Insur- 
ance Agency, Fargo, S. D., composed of 
Martin Helling and E. L. Helling, has 
been appointed general agent at Fargo. 
This agency was formerly connected 
with the Midland National Life of 
Watertown, S. D. 


Made Northwest Supervisor 


H. H. Dahlquist of Seattle has been 
appointed northwest supervisor for the 
Pacific Mutual Life. He entered in- 
Surance in 1918 with the agency there. 

le was vice-president of the Seattle 
Life Underwriters Association in 1932- 
1933 and in 1934 was chairman of the 
business conduct committee. 


Van Sickler to State Mutual 


W. H. Van Sickler, for several years 
with the St. Louis general agency of 
the Massachusetts Mutual Life under 
. O. Discher, has been appointed gen- 
eral agent there of the State Mutual 
Life. He has had 25 years’ life insur- 
ance experience. 


McAtee Is State Supervisor 


O. R. McAtee has been appointed 
Supervisor of the Missouri agencies of 
the St. Louis Mutual Life. He has had 
15 years’ experience in life insurance, 
Plage as general agent of the Missouri 
sate Life. He was president of the 
springfield Life Underwriters Associa- 
1on in 1932 and is a vice-president of 


the Missouri Associati i 
A iation of L - 
derwriters, i cee 


R. W. Brown Nashville Manager 
R. W. Brown has been. appointed 
Manager of the Nashville office of the 
qavelers, succeeding John W. Sears, 
Whose transfer to St. Louis as manager 
as been announced. Mr. Brown has 


been connected wi i 
) ith th Vv 
branch si e Nashville 


Routt Transferred to Detroit 


Carl S. Routt has been appoi 
: ppointed 
Deena of the Acacia Mutual Life at 
ence it, = has had 22 years’ experi- 
poss in life insurance selling. He be- 
Told ager of the Acacia Mutual at 
© in July, 1933, producing last year 





$620,000. When he went there the pro- 
duction was $155,000 for the year. He 
was born in Chillicothe, O. 


C. C. Adriance Is Advanced 


C. C. Adriance, who has been assistant 
manager of the John Hancock Mutual 
Life industrial office in Albany, N. Y., 
for several years, becomes manager in 
Amsterdam, N. Y. He succeeds P. S:; 
Sullivan, retired. 





' Howard Agency Assistant 


The Jefferson Standard Life has ap- 
pointed C. A. Howard as agency as- 
sistant in Richmond, Va. He was for- 
merly agency organizer at Florence, S. 
C. Ben Simon, formerly agency assist- 
ant at Richmond, is now general agent 
ee Lincoln National Life at Nor- 
olk, 


Sandifer Atlanta Manager 


M. A. Sandifer has been appointed 
manager at Atlanta for the Volunteer 
State Life. He formerly was connected 
with F. M. Akers & Son, the Prudential 
and the S. M. Carson general agency 
of the Aetna Life. 





Life Agency Notes 








J. H. Norton of Los Angeles has been 
promoted by the Canada Life as manager 
for Vancouver Island, with headquarters 
at Victoria. 

R. E. Ryan has been named district 
manager for southeastern Indiana of 
the Franklin Life, under the R. L. Colby 
general agency in Indianapolis. 

Donald Kipp, tax specialist with the 
G. E. Lackey general agency of the 
Massachusetts Mutual in Detroit, has re- 
signed to join the law firm of Prescott, 
Coulter, Campbell & Baxter in Detroit, 
as a tax authority. 

E. J. Rennick, Pittsburgh, Kan., has 
been appointed general agent for south- 
eastern Kansas of the United Line of Sa- 
lina, Kan. 

The Mid-State Agency has been or- 
ganized in Syracuse, N. Y., to represent 
the Hugh Hart American Agency Asso- 
ciation. The managers of the Mid-State 
Agency are Carl Eaton, a former real 
estate man of Syracuse, and Benjamih 
Baker, formerly connected with the bond 
and securities business in the same city. 

Albert G. Drew has been appointed dis- 
trict agent for the Security Mutual Life 
at Watertown, N. Y. He is working 
with the agency of Ned R. Mann, Syra- 
cuse, 

John F. Killeen, for many years trust 
officer in the Northern Trust Company 
in Watertown, N. Y., has become a dis- 
trict representative there for the John 
Hancock Mutual Life. 

F. C. Wangler, formerly district agent 
of the Minnesota Life in San Antonio, 
Tex., has been appointed a general agent 
of the great American Life of San An- 
tonio, in that city. 

George Gilbert, who has represented 
the Manufacturers Life at Muskegon, 
Mich., for the past five years, has been 
appointed district manager of the Cen- 
tral Life of Iowa for three counties. 

M. W. Hess of Madison, Wis., formerly 
district manager New England Mutual 
Life, now is with the Aetna Life there. 
He is a former secretary of the. Madison 
Association of Life Underwriters. 

H. A. Haas, district agent.Northwest- 
ern Mutual Life in Red Oak, Ia., fot the 
last five years, has been named produc- 
tion manager in Council Bluffs. 


Black Leaves Protective Life 


O. O. Black has resigned as assistant 
secretary of the Protective Life, Bir- 
mingham, to become manager of radio 
station WSGN in Birmingham. He had 
charge of the insurance company’s radio 
work as well as purchases and supplies. 
Assistant Secretary J. T. Floyd has 
taken over purchases and supplies and 
radio programs will be in charge of 
T. J. Hammer, director of agency 
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His ramity may have been lucky, you'll have to judge that for 
yourself. But Jim Watson* never knew how good his life insur- 
ance was. Like many another man he bought a policy he didn’t 
keep up. Two quarterly premiums were paid, the next two were 
taken care of by loans against the first year cash value. When the 
policy lapsed on the anniversary enough of that first year value 
remained to extend the insurance to the following November. 
Jim Watson died October 25 and his wife received the face of 
the policy less only the loan and interest. 


*One of a number of other names would do because such claims are not 
infrequently paid by the Mutual Benefit. 


The Mutual Benefit 


LIFE INSURANCE COMPANY « NEWARK, N. J. 

















































Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 
Assistance in the Field Home Office Co-operation 


GLOBE LIFE INSURANCE Co. 
OF ILLINOIS) ~“™'{um™= 
An Old Line Legal Reserve Company—Established 1895 


39 Years of Continuous Faithful Service 
to Policyholders 








Writing Complete Line of Modern Policies with 
Standard Provisions 
Ages (0-60) 
Double Indemnity — isability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 
Warre Us Topay roa Pargricutans - - 


431 South Dearborn Street Chicago, Illinois 





















THE UNITED STATES LIFE SEA" 
Organized 1850 In the City of New York Non-Participating Policies_Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 
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INSURANCE 
MEN WANTING 
AN AGENCY 
IN WHICH 
THEY CAN 
MAKE MONEY 


NOW 


SHOULD 
WRITE 
TO 


WS orvice L 


INSURANCE LOMPANY 








OMAHA. NEBRASKA 
pon 4} darher 


PRESIOENT 

















George 
Washington 
Life Insurance 
Company 


Charleston, W. Va. 





4 
CHARLES L. PRESTON 
President 

ee 


Attractive Policy Contracts! 








Attractive Agency Contracts! 
Write to: 


Se 
ERNEST C. MILAIR 


Vice President-Manager of Agencies 


Home Office Building: 
1014 Kanawha St., Charleston, W. Va. 








& NEW JERSEY 


% PENNSYLVANIA 


INDUSTRIAL—INTERMEDIATE 
The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 


Ordinary — Group 


‘‘A Good Company To Represent 
—Represent a Good Company’”’ 


NEW YORK e 


CONNECTICUT 
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LIFE COMPANY CONVENTIONS 





State Farm Life Convention 








Agents of the Bloomington, II, Com- 
pany Gather for Annual Session— 
Gains Are Shown 





The annual convention of the State 
Farm Mutual Automobile and State 
Farm Life was held in the home office 
city of Bloomington, IIl., this week. 
President G. J. Mecherle in his address, 
stated that neither company holds a 
single security that is in default either 
as to interest or principal. 

Insurance Director Palmer of Illinois 
was scheduled to be the banquet 
speaker. 

J. F. Porter, president and insurance 
director of the Tennessee Farm Bu- 
reau Federation, was the presiding of- 
ficer at the first business session, while 
A. W. Palm, insurance director of the 
South Dakota Farm Bureau Federa- 
tion, presided at the second session. 

Among the company executives who 
were heard were Tompkins, 
agency vice-president; G. E. Beedle, 
secretary; A. H. Rust, executive vice- 
president; M. G. Fuller, vice-president; 
F. B. Coleman, claim supervisor; R. P. 
Mecherle, vice-president, and G. E. 
Mecherle, assistant secretary. In addi- 
tion talks were given by officials of 
farm bureaus in Minnesota, Iowa, 
Michigan, Missouri and California. 

The State Farm Life in its annual 
statement reports assets $1,163,783, 
policy reserve $612,558, contingency re- 
serve $33,000, capital $300,000 and net 
surplus $137,875. Insurance in force 
amounts to $21,590,782 as compared 
with $17,255,138 a year ago. 





Pyramid Life Meeting 

The Pyramid Life of Little Rock 
was host to a group of agents from 
Arkansas, Oklahoma and Texas, who 
qualified for the convention and school 
of instruction which was the reward 
to eligible agents and field managers 
in a campaign in tribute to President 
H. L. Thomas. 

The agency activities and school of 
instruction were under the direction of 
Ben R. Hamilton, vice-president and 
agency manager. 


Will Meet in Colorado 
The Business Men’s Assurance has 
elected Troutdale in the Pines, Colo., 
for its All-Star meeting, the last week 








in August. The company anticipates 
that 100 to 125 will qualify. 





in 1935. 





Angus O. Swimk 
President 


MOVING FORWARD 


Improving business conditions are reflected in consistent increases in 
sales of life insurance by the members of our agency organization. 


Offering to the public a complete line of policy contracts at low cost, and 
aided by generous equipment and whole-hearted home office co-operation, 
Atlantic representatives look forward to a still greater measure of success 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


William H. Harrison 
Vice-Pres. & Supt. of Agencies 


ee 


Guaranty Life Has Big Even 





Climax of the Agency Convention Wa; 
the Banquet Held Thursday 


Evening 





President L. J. Dougherty of the 
Guaranty Life of Davenport put on q 
big program at his annual agency con. 
vention at Davenport this week. The 
climax came at the banquet Thursday 
evening. There were talks over the ra- 
dio for an hour, the speakers being Col, 
C. B. Robbins of Chicago, manager 
American Life Convention; H. K. Linds- 
ley, Wichita, Kan., president American 
Life Convéntion and president Farmers 
& Bankers Life; Bishop Longley of 
Davenport, and Insurance Commissioner 
Clark of Iowa. There were other speak- 
ers at the banquet consisting of E, P. 
Adler, publisher of the “Daily Times,” 
Mayor Merle Wells of Davenport, Presi- 
dent Thomas of the Davenport chamber 
of commerce, and some visiting com- 
pany officials, 

C. M. Cartwright of THE Nationa, 
UNDERWRITER acted as toastmaster. 





Social Legislation Is Not 
Enough for Thrifty Citizen 





Social legislation will always fall 
short of the normal American living 
standard, G. A. Bowles, Virginia com- 
missioner, declared in a talk at a rally 
of agents of the Life of Virginia in 
Richmond last week. He advised 
strongly against the “error of confus- 
ing the permanent principle of insur- 
ance with temporary relief through 
charity” and said that whatever may 
be the course of new deal legislation, 
there is and always will be a large field 
of service for “the patriarch of super- 
vised business.” He predicted that the 
slacker and the thriftless will expect 
more protection than society can af- 
ford. 

“On the other hand,” he continued, 

“the citizen who is really intent on ade- 
quate provision for his own future and 
the determination to secure it for him- 
self and his family will demand more 
than the state can possibly undertake to 
supply. Public provision will always 
fall below the accepted American stand- 
ard of living.” 
Mr. Bowles concluded with the state- 
ment that while there has arisen a need 
for social protection against national 
calamity and economic convulsion the 
difficulty is to know where the line 
should be drawn. 


Great Western Convention 


The Great Western of Des Moines 
has begun a campaign for its national 
convention to be held in California m 
1936. A liberal bonus plan has been 
prepared whereby agents can earn 4 
part or all of the money necessary t0 
take care of the expenses of themselves 
and their families on this journey and 
at the convention. The bonus plan cov- 
ers a period of 16 months—beginning 
March 1, 1935, and extending to July 1, 
1936. It is the intention to hold the 
convention some time the middle of 
July. While the exact location has not 
been determined, preliminary _ plans 
seem to indicate it will be taken to Cat- 
alina Island. 


' Fidelity Mutual Conference 


The Fidelity Mutual held a confer- 
ence of its managers at the-head office 
this week. Vash Young of New York 
City was the principal speaker at 4 
dinner Monday. Dr. S. S. Huebner ad- 
dressed the group at a _ luncheon 
Wednesday. 


Robert Penland, Jr., of Miami has 
been elected a director of the Gulf Life 




















of Jacksonville. 
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CHICAGO 
~vent PRODUCE FOR DR. SHERRILL Raymond Anderson, chief underwriter s 
An 18-day production campaign is be- Central Life of Illinois, presiding. A 
n Was ing conducted this month by the Chi- different member took up each_case, 
y cago agencies of the Equitable Life of those participating being O. E. Crook, 
New York in honor of Dr. A. L. Sher- | Hercules Life; C. E. Carlson, Continen- 
rill, assistant medical director of the | tal Assurance; A. J. Schoeffler, Federal 
; company, who is in charge of the medi- Life; C. E. Menor, Mutual Trust Life; 
of th P é ; 
: e cal department in Chicago. On Feb. G. P. Kendall, and H. C. Reider, Coun- 
a 15, Dr. Sherrill completed 18 years’ | try Life. Overinsurance proved to have 
Th connection with the company in Chi-| been a dominating factor in most of 
a cago, hence the 18-day campaign. On the death claims. Suicide was the 
he a4 that day special efforts were exerted | cause of one death. Interesting ques- 
@ Col to have every agent produce one piece tions were raised in another case in- 
ie: of medically examined business. A tes- volving business insurance in which the 
Lie timonial luncheon will be given Dr. | beneficiary designation was irrevocable 
po Sherrill, March 5, and the results of and the corporation paid the premium. 
rmen the campaign will be presented to him. | Policyholder was sole owner of the 
ey of Probably the chief medical director of business. Morals and drinking were 
a the company will attend. Dr. Sherrill factors in the case. A prominent fact 
peak. has been connected with the Equitable | in one case was overinsurance in rela- 
EP. 31 years. tion to the amount of income of pol- 
mee en aS ae icyholder. C. F. Barney, chief under- 
Pres}. RALSTON DINNER FEB. 28 writer of the American Central in In- { a U R A fea Cc & 
umber Manager R. G. Ralston, National Life Seaport, was a guest and talked 
com- & Accident, Chicago, is having a dinner eit A —, appointed | by 
for his agents Feb. 28. G. D. Wright, Chairman W. R. Nordgren, Washing- Cc oO M PA N Y 
IONAL territorial. manager, will represent the | £0” National, to consider the advisa- 
ae oles, bility of a change of title of the asso- 
ee OK ciation reported and it was unanimously ESTABLISHED 1899 
NAMED DISTRICT CHAIRMAN voted to designate the organization 
Frederick Bruchholz, New York Life hereafter as above. a 
izen agency director in Chicago, has been ap- HEIFETZ AGENCY STARTS COURSE INDIANAPOLIS, INDIANA 
pointed membership chairman of District Bigs 
8 by the National Association of Life A sales lecture course on life_insur- 
fall Halerwritine. es was started rie _? the go ape 
iving * * eifetz agency of the Mutual Life o 
com- HOLD CLINIC ON DEATH cLAims | New vet in Chicago. Classes will be @Complete Substandard and Automatic Rein- 
: oa ots eld in the ass r : 
raly An undeneiies willie: wk willie all as. toa reg ees et, Macon surance facilities embrace so wide a field that 
@ six death claims was held by the Chi- | days to March 19. Perso repre- ice— ze— 
“ae cago Home Office Life Underwriters onuines other life companies pon me eaiguielrnindmcnpie iecpneaienieaien oe 
mr Association at the February meeting, | leged to join the classes. rule and not the exception. 
ough 
may 
tion, 
field S 
“ IN THE SOUTH AND SOUTHWEST 
the 
‘pect ° ° - ; : : 
* Testimonial to Frank Julian | Thigpen, former superintendent of in- 
surance of Alabama; J. B. Morgan, 
ne a a 
ade- ° raed Bes uae ’ Z 
and Alabama Insurance Superinten- eran Birmingham agent; F. P. Sam- 
naw dent—Leaders Talk ford, —— Liberty National Life, 
wed and Raymund Daniel, “Insurance 
i A set of silver goblets and a tray — 
y were presented to Frank N. Julian, new P 
ind- Alabama insurance superintendent, and Code Hearings Started 
si an oil painting of him presented to Mrs. The hearings on the proposed new 
a Julian at a banquet in his honor in| Arkansas insurance code, which were 
er pnanans: gag ser gp: persons | to have started Tuesday, were post- Lif A t k d 
present. roat infection pre- | poned and the fi i - 
bs vented Charles L. Gandy, former presi- Pade Watunidie ceutea. bl is Jen =o Work Une OC 
ine pom igi Association of Insurance lib l 
Agents, from acting as toastmaster so kan Oklahoma Book in- 
he turned over the gavel to F. E. Spain Arkansas-Oklah Pe contract contain 
: Birmingham, who presented more ce aggro UNDERWRITER has is- ? 
nes an a score of speakers. sued the new Underwriters Handbook m m 
nal Mr. Julian declared that Governor of Arkansas and Oklahoma, giving full Ing settle ent, volu € 
in Graves . more sympathetic to the in- information as to insurance in those 
sen surance business than any administra- | important states. It presents complete 
a tion in a decade. He declared that “no information as to agencies, companies, and renewal bonuses. 
to one will suffer at the hands of the in- | field men, general agents, adjusters, at- 
eS Surance department so long as I am| torneys, organizations, _ etc. It fur- 8 
nd ba Png meee a list of all the cities and towns 
NV e following spoke: Sam F. Cla-| together with agents and companies 
ng paugh, presiaeee Protective Life: H. G. | represented. This is the standard in- OPENINGS ARE AVAILABLE 
: ibels, president Birmingham Fire; C.| surance reference book of the two i i i 
he S. Boswell, president Alabama Associa- | States and is indicative of their grow- for live, — Aquat ond Men 
of tion of Insurance Agents; Sheffield | ing importance. 
ot Jwen, president Birmingham Associa- 2 tliat 
ns pe of Life Underwriters; E. Y. Drive on Wildcats OCCIDENTAL LIFE INSURANCE C0 
t- a — Alabama Fraternal} BIRMINGHAM, ALA., Feb. 21.— : ‘ 
a he ay a i paypers at ser pengY 
ines, former cicetbene es —— = yin . continuing HOME OFFICE, Los Angeles, Calif. 
i Underwriters Association; William H. d aaa oT he bie grew ser vane : 
: Hoover, president Employers of Ala- kit ACHE. e past week Leroy Jen- V. H. Jenxins, Vice-President, in Charge of Production 
bama: Frank Spnaiamais, : Pudiadubatis ins, an agent at Athens, was arrested 
k consulting actuary; Judge T. W. Wert, | not charge of representing a comp-~~” 
a President American Life of Alab ert, not authorized to do business in the 
l- S. Rete > aaa ae — se state. Superintendent Julian has also 
n Underwriters’ Prison vid : WR Pree. directed the arrest _in Wilcox county 
Cott, southern manager Hartford Fire; eer a Stine wh tl %° 
s A. Irons, deputy insurance commis- : oe eee kt ceed taaet 
sione tage s- | unlicensed in the state. A warning has 
€ r of Georgia; J. F. Cogdell i ; : 
dent Bankers Fite g ‘M 8B : OT also been issued against the Burial Ben- 
arine; G. H. | efits Corporation of Nashville. 
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Over 30 years of 


never faltering service 


to agents makes the 


Guaranty Life outstanding 


as an agents’ company 


modern, liberal policy contracts, 


a strong 


financial foundation, 


experienced, sincere management 


are yours when you represent 


this sound progressive company 


W 


Lee J. Dougherty, President 


Guaranty Life 


Insurance Co. 


Davenport, Iowa 
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The Columbus Mutual 
OFFERS 


Firs:—LOW COST INSURANCE TO SELL. 


Second—LIBERAL COMMISSIONS FOR SELLING IT. 


(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 


Unrestricted Territory— 


Automatic Promotion— 


Equality of Opportunity— 

The Right to Build Your Own Agency— 
No one to interfere, dictate or coerce— 
Every influence helpful, inspirational— 


Reward determined not by chance, by guess, 
or by favoritism, but by results— 


The larger the production, the higher the rate 


of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 


INSURANCE 


COMPANY 


COLUMBUS, OHIO 





‘basis and is continuing its operations 


‘last. 








NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate Books, etc. 


t an 
PRICE, $5.00 and $2.00 respectively. 


Supplementing the “Unique Manual- 
d “Little Gem,”” Published Annually in May and March respectively, 





Gets Out Two New Policies 


Bankers of Nebraska Tells Features of 
Contracts It Will Put on the 
Market 








The Bankers Life of Nebraska is pre- 
paring two new policies, the first one being 
called the “family support policy,” de- 
signed to furnish an income to the fam- 
ily during the years when the children 
are growing up to an age when they can 
support themselves. On the death of the 
policyholder it provides an income of a 
certain amount per month for a period 
of 20, 15 or 10 years as selected by the 
assured. At the end of the time the face 
amount of the policy is paid in one sum 
to the beneficiary or in instalments, if 
she selects such option. 

Instead of the income at death run- 
ning for the balance of a period of 20, 
15 or 10 years from the date of the 
policy, the income in the new policy will 
run for 20, 15 or 10 years from the date 
of death. In order for the income to be 
payable, however, death must occur 
within 20 years, 15 years or 10 years, 
depending on the period selected after 
the date of the policy. If the assured 
survives the period of 20, 15 or 10 years 
after date, the income feature lapses and 
the policy becomes a straight ordinary 
life. The premium is reduced to that for 
ordinary life at the age of entry. The 
minimum limit on this policy will be $25 
a month with income whether for 20, 15 
or 10 years. At age 25 the premium for 
a 20 year income period at $25 a month 
is $66.03; for a 15-year income period 
$59.95, and for a 10-year income period 
$53.40. 

The second policy is the “Income Life 
Endowment at Age 63.” This is a modi- 
fication of the present “Endowment at 
63 Policy” issued by the company. To 
the endowment at 63 policy has been 
added for each $1,000 of endowment $493 
of pure endowment. The policy matures 
at age 63 for $1,493, which is sufficient 
under option C to purchase an annuity 
at $10 per month for 10 years certain and 
for lifetime. As a claim upon death 
before maturity there has been added to 
the return premium feature of the pol- 
icy the cash value of the pure endow- 
ment addition, thus greatly increasing 
the value of the policy in case of death. 
For instance, in the case of a policy 
written at age 35, the value at death in 
the tenth year is $1,180; in the fifteenth 
year, $1,305; in the twentieth year, $1,- 
463; in the twenty-fifth year, $1,643. The 
surrender values are also increased. The 
minimum limit is $20 of income or $2,000 
endowment at 63, plus $986 of pure en- 
dowment. The premium for the mini- 
mum sized policy at age 35 is $86.94. 
Both policies are non-participating. 





Girard Life 


The Girard Life states that for the 
time being it will make no change in 
annuity rates or its regular insurance 
rates. It did not change its interest 


this year along the same lines as it did 
It made no dividend change. 





Guarantee Mutual Life 


The Guarantee Mutual Life announces 
that as of March 1 it will discontinue 
single premium endowments of less than 

five years maturity. 





Aetna Life 

It is announced that the new non- 
participating rates adopted for the Aetna 
Life will apply only to business written 
in the United States and for the pres- 
ent will not apply to Canada. The new 
rates for all forms of annuities, includ- 
ing the retirement annuity, were made 








effective as well in Canada. 





Seemed 


Issues Retirement Income 





Acacia Mutual Life Brings Out Con. 
tract with Retirement Ages 
55, 60 or 65 





The Acacia Mutual has brought outa 
special retirement income policy provid- 
ing income for life starting at ages 5, 
60 or 65. There are a number of options, 
including joint retirement income for 
assured and wife or other beneficiary, 
starting at a stated age; earlier retire. 
ment income in case of need, cash pay- 
ment in one sum at retirement age or 
cash payment to beneficiary if assured 
dies before the retirement income starts. 
This is a participating contract with 
five-year dividends and has loan, sur- 
render and non-forfeiture values. Mini- 
mum issued is $2,500, with $25 a month 
income. Premium rates for $10 income 
per month, which carries face amount 
of $1,000 insurance are: 





55 60 65 
BU! lo eeieive wee $28.70 $22.68 $18.21 
onc: 35.43 27.14 21.37 
MEP oo. 6 ale stair nays 45.18 33.32 25.64 
RAD nalsreve iors slesiete & 60.20 42.27 31.75 
40 86.12 56.02 40.09 
45 : 80.26 53.34 
MO Bet iss «hace ee 128.82 75.77 
Ms, craps lareversic srpiecee . 120.03 


types of contracts are: Age 55, $1,600; 
60, $1,440; 65, $1,280. 





Graded Premium Recovery 
Plan of George Washington 





_ The George Washington Life is issu- 
ing a graded premium recovery policy 
designed for business men and women 
and to meet economic conditions. It is 
a combination of ordinary life and ten 
year term insurance, arranged so that 15 
percent of the term will be automatically 
converted each year to ordinary life at 
attained age, until, after seven years the 
insured has a complete ordinary life pol- 
icy with level annual premiums for the 
remaining duration of the policy. The 
premium the first policy year is at low 
rate, premiums gradually increasing each 
year until level premium for seventh year 
is attained. ImIlustrative rates per $1,000 


are: 
Rates Per $1,000 

Ages 25 35 45 55 

eae © $12.27 $14.21 $20.64 $36.99 
Oe Ce 13.54 16,25 23,67 40.80 
ee 14.87 18.40 26.85 45.06 
MU sone eee 16.28 20.72 30.28 49.79 
BE Sejorw:dtale ave 17.78 23.18 34.00 55.00 
6th teweaas 19.35 25.81 38.01 60.75 
“| OS a ee 21.02 28.60 42.32 67.07 


Mutual Union Life Plans 


The Mutual Union Agency Company 
of Seattle has been organized as the 
selling agency for the Mutual Union 
Life, which expects to start writing 1 
surance by the end of the month. 

George M. Jacobs is president of 
both companies and A. F. Case, set 
retary. 





“Benevolent” Official to Prison 


J. E. St. Pierre, Jr., former vice 
president of the defunct Dixie Mutual 
Benevolent Association of New 
leans, has been sentenced in federa 
court to serve a year and a day in the 
United States reformatory at El Reno 
Okla. He pleaded guilty to a charsé 
of using the mails to defraud. Posta 
inspectors charged that the compaty 
collected dues from members but s& 


Idom, if ever, paid claims. 
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Past Presidents Are Honored 


Interesting Reminiscences of Early Days 
Given by Veterans of Detroit 
Association 








DETROIT, Feb. 21.—Eight past 
presidents of the Qualified Life Under- 
writers of Detroit were the guests of 
honor and speakers at the annual past 
presidents luncheon. President F. J. 
Little, Massachusetts Mutual, opened 
the meeting and L. Woodward, 
chairman of the program committee 
and president in 1923-24 and 1926-27, as 
toastmaster. 

A. C. Utter (1908-9), general agent 
New England Mutual, held that life 
insurance is much easier to sell today 
than 20 years ago if the agent goes out 
with pioneer methods and does not 
“high hat’ small policyholders and 
prospects. Life insurance is more in 
et today than ever before, he 
said, 

D. A. Johnston (1910-11), district 
manager Columbian National, told of 
the necessity in the early days for sell- 
ing the fundamentals and benefits of life 
insurance before the agent could start 
in selling his policies. 


Early Days Recalled 


M. H. Zacharias (1915-16,) Equitable 
of Iowa, propounded the theory that 
selling was more difficult in the early 
days and then humorously set about to 
destroy his own proposition by relating 
some of the easy sales he made 30 years 
ago—collecting cash with the “app” in 
each case. 

T. W. Root (1917-18), Mutual Bene- 
fit, recalled the Sheldon series of books 
on life insurance issued many years ago 
and showed that the theories brought 
forward by the author are as sound to- 
day as when they were written. J. F. 
Lawton (1922-23), Connecticut Mutual, 
reminisced of the days of 20 years ago. 
E. W. Owen (1916-17), manager Sun 
Life, told amusing incidents of his early 
days with the company in Canada, 
—s up with a stirring inspirational 
alk. 

William Van Sickle (1902-3 and 1906- 
7) Mutual Life of New York (retired), 
oldest living past president, made a hit 
by reading the provisions of an old pol- 
ity of the vintage of the 1880’s, when 
he entered the business. The policy 
was rendered null and void if the holder 
traveled by sea, left the boundaries of 
the United States and Canada or vis- 
ited the wilder sections of our own 
country without the company’s permis- 
sion. It had no cash value and offered 
No coverage for suicide or death as an 
act of justice and. many other limita- 
tions, 

E. P. O’Keefe (1931-32), manager 
Connecticut General, the “baby” of the 
Past presidents, who entered the busi- 
Ness in 1924, outlined his ideal salesman 
and said he would far rather have a 
man of action who had a limited knowl- 
edge of the business thn a keen student 
of life insurance who was not a hard 
worker, 
tha tibutes were paid to the memory of 

€ founder and first president of the 
association, Wm. T. Gage, who died 
two weeks ago at the age of 91. 

* OK Ok 


Owen to Make Extended 
Speaking Tour in Southwest 


“ w. Owen, manager Sun Life, De- 
cleat hg ; trustee of the National Asso- 
sce of Life Underwriters, will leave 
trip P ara on an extensive speaking 
sociation eit; southwest for the as- 
et n. fis itinerary includes: Beau- 

» Tex, —— 20, noon; Port 
‘ alveston, March 21, 
noon; Houston, night; Corpus Christi, 








March 22, noon; San Antonio, March 
25, noon; Austin, night; Temple, March 
26, noon; Waco, night; Dallas, March 
27, noon; Fort Worth, night; Abilene, 
Tex., March 28, noon; Wichita Falls, 
Tex., night, and Oklahoma City, March 
29. He will address sales congresses at 
Hamilton Ont., March 1 and at Colum- 
bus, O., March 2. 
ei 


Company Executives Speak 
at Madison, Wis., Seminar 





MADISON, WIS., Feb. 21.—The an- 
nual seminar sponsored by the Madison 
Association of Life Underwriters was 
attended by 150 agents and company 
officials from Madison and vicinity. W. 
K. Niemann was general chairman. M. 
G. Huber, president of the association, 
gave the address of welcome and Com- 
missioner Mortensen spoke on “Your 
Insurance Department.” 

Closer relations between agents of 
various companies and fewer but more 
competent agents were urged by several 
speakers. 

“We must cooperate in this business 
as far as public confidence is concerned,” 
said N. J. Frey, president Wisconsin 
Life, speaking on “Where We Are.” He 
added that “there is too much twisting 
of policies from one company to an- 
other, which hurts us all.” 

Passage of the Townsend act would 
stop life insurance buying, according to 

A. Boissard, president National 
Guardian Life, who spoke on “Where 
We Are Going.” He declared “that isn’t 
going to happen.” 

L. W. Singer of the Travelers Mil- 
waukee office discussed methods of sell- 
ing insurance and pointed out that the 
agent must sell himself and talk about 
things of interest to the prospect rather 
than talk insurance in order to sell it. 
W. H. Rietow, Jr., Equitable Life, She- 
boygan, Wis., talked on “The Life In- 
surance Policy of Rip Van Winkle.” 

J. T. Gallagher, superintendent of 
claims Northwestern Mutual Life, Mil- 
waukee, who was to speak at the ban- 
quet, was unable to be present because 


of illness. 
* * x 


Name Shaw Maine President; 
Form Managers Association 





PORTLAND, ME., Feb. 21.—H. 
Earle Shaw, Portland, was elected presi- 
dent of the Maine Life Underwriters 
Association at the annual meeting here. 
L. A. Barker, Jr., E. C. Tracy, A. R. 
Chabonelle, E. B. Langley and Norris 
Estabrooke are vice-presidents; L. B. 
Farrar, secretary-treasurer; L. W. Smith 
and Deane S. Thomas, executive com- 
mittee. : 

Boyce A. Thomas was chosen presi- 
dent of a Managers Association formed 
at the session; G. B. Nelson, vice-presi- 
dent; R. L. Sprague, secretary-treasurer; 
F. C. Rozelle, D. S. Thomas, M. L. 
Reilly, D. H. Sayward, R. E. Irish, E. 
B. Langley and Omar Davis, program 
directors. 

* * x 

Miami, Fla.—Charles L. Sykes, Florida 
general agent of the Mutual Benefit 
Life, spoke at the February meeting on 
“The Right Mental Attitude of Life In- 
surance Men.” He emphasized the need 
for service offered by the agents, quoting 
statistics as to the number of men per 
thousand who are able to live on their 
earnings at age 65, the number of 
widows in want and the number of chil- 
dren who must leave school at an early 
age because of economic conditions. He 
emphasized the causes for failure of the 
average person to fulfill life’s objectives 
and explained how life insurance pur- 
chased under a definite plan would be 
of great assistance in carrying a man to 
his goal. 

*x* * * 

Lineoln, Neb. — F. D. Throop, state 
chairman of FERA, addressing the mem- 
bers of the Lincoln association, saying 
that life companies were the only cor- 


A New Record 


Congratulations to Lamar 
Life Fieldmen who paid for 
more business in January, 
1935, than in any previous 
January in the Company’s 29 
years of history. 
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Opportunity for managers 


Desirable Territory 


os qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 


30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 


and double indemnity. 


If you are interested in a manager’s contract that 


offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 
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Robert F. Perry, Manager of Agencies 


547 ENDICOTT BUILDING 
ST.PAUL MINNESOTA 


JULIUS A. SCHMAHL 


OSCAR HALLAM 
Treas. & Gen. Counsel 

















| porations in the country handling other 


people’s money to come through the de- 
pression with clean hands demonstrates 
they were managed by men of brains 
whose services should be secured by the 
national administration to write and ad- 
minister the old age pension, unemploy- 
ment insurance and other social legis- 
lative acts. He said agitation and de- 


. mand for social security made the coun- 
| try insurance-minded and opened to in- 


surance agents the greatest sales op- 
portunities of all times. He said the 
fact that FERA figures show 8,600 per- 
sons past 65 on relief constituted an in- 
dictment of insurance agents because of 
their failure to carry a convincing mes- 
sage to all prospects in the past. 
* * x 

Columbus, 0.—At the February meet- 
ing R. L. Bowen, Ohio superintendent 
of insurance, and Dr. G. B. Van Arsdale, 
educaticnal director Equitable Life of 
New York, spoke. The annual sales con- 
gress will be held March 7. 

* * x 

Syracuse, N,. Y.—L. B. Hendershot, 
manager of agencies Berkshire Life, 
spoke on “You Can Get Business If You 
Have Ideas.” 

* *K x 

California.—Members of the San Fran- 
cisco association’s executive and legis- 
lative committees met with President 
Kellogg Van Winkle, Los Angeles, of the 
California association, to discuss legis- 
lation. Coordinated effort of all life 
underwriters on legislation is sought. 

The Northern California sales confer- 
ence is scheduled for March 19 with 
President Riehle of the National asso- 
ciation as the principal speaker. Charles 
Linford of the Travelers is chairman. 

* * x 

Sheboygan, Wis.—E. R. Lehman was 
elected president at the annual meet- 
ing; Earl Bryan, vice-president, and 
William Patzer, secretary-treasurer. 

a. 

Little Rock, Ark.—Foster Vineyard of 
the G. H. Campbell agency of the Aetna 
Life discussed the Wagner-Lewis bill 
for old age pensions. ‘The only pledge 


, the young man of today has to secure 


his ultimate pension is the government’s 
stated intention of collecting from an- 
other young man, not yet born, 20 or 
30 or 45 years from now,” he said. 
* kK * 

Cincinnati.— Permanent headquarters 
of the association have been established 
at 1502 Carew tower. An office for Perry 


Hoisington, secretary, and a room for ; 
directors’ meetings are provided. The : 


new office is on the same floor as a 
conference room where facilities for 
meetings having an attendance up to 
75 or 80 are provided. Carroll C. Day, 
general agent Pacific Mutual, Oklahoma 
City, gave his address on “A Philosophy 
of Living.” 
ox 
Joliet, Ill—A Ladies’ Night featured 
the February meeting. A. J. Johannsen, 
Northwestern Mutual, Chicago, vice- 
president Chicago association, spoke on 
“Sales Planning.” Professor Huebner 
will speak March 21. 
* -* * 
Baltimore.—The annual Ladies’ Night 


/ Was preceded by a short business meet- 


ing, at which 30 new members were 
elected. Dr. A. H. Krug, newly elected 
president, presided for the first time. He 
is also vice-president of the Baltimore 
c. L. U. chapter. The association is 
taking an active part in sponsoring a 
legislative program, with Russell L. Law 
as chairman. 

*x* * * 
’ Portland, Ore.-At a special meeting 
Fred Bremier, who had charge of the 
recent life insurance survey for The 
Curtis Publishing Company, showed by 
striking figures that the majority of 
Oregonians are still considerably under- 
insured. 

* * * 

Chicago—The general committee on ar- 
rangements for the sales congress of the 
Chicago association to be held about 
April 15 has been appointed. E. B. 
Dudley, manager Travelers, is general 
chairman and E. B. Thurman, general 
agent New England Mutual, co-chair- 
man. Others are: W. M. Rothaermel, 
Equitable of New York; J. D. Moynahan, 
Metropolitan; W. M. Houze, John Han- 
cock; J. L. Nelson, Northwestern Mutual; 
E. S. Rappaport, Pacific Mutual; Samuel 
Kahl, Penn Mutual; Mrs. B. H. Adams, 
New York Life, with Walt Tower, man- 
aging director, and Miss Joy Luidens, 
secretary of the association. 

I. B. Jacobs is first chairman of the 
new field men’s division just formed; 
E. C. Platter, Massachusetts Mutual, 
vice-chairman, and David Kaatz, Pru- 


| | dential, secretary. The division is seek- 








ing inclusion in the proposed [Illinojs 
code of a provision for mandatory ey. 
amination of applicants for agents’ }j. 
censes. Work of the association’s legis. 
lative committee in general was ap. 
proved. A committee headed by Mr 
Platter was appointed to study further 
the problem caused by _ part-timers 
which, it is believed, would be largely 
solved if qualifications for licenses were 
made sufficiently strict. 
* * * 
Detroit—The annual sales congress 
will be held March 11. 
* * * 
Sioux City, Ia.—Plans for a sales cop. 
gress in April have been completed. 
* * * 


Warren, 0.—W. H. Winkler, Clevelang 
manager Mutual Benefit Life, spoke on 
“Organization,” emphasizing the impor. 
tance of adhering to a definite sales sys. 
tem. A _ resolution against part time 
agents has been sent to the Ohio insur. 
ance department, the different under. 
writers’ associations in Ohio and genera] 
agents. 

* * * 

San Angelo, Tex.—The association 
voted to send a resolution to the state 
committee requesting legislation which 
would force a difference in the naming 
of mutual aid organizations in Texas s0 
that they might not be confused with 
legal reserve life companies. Reports 
were received from members who at- 
tended the Texas Sales Congress. 

* * * 

Wheeling, W. Va.—The February meet- 
ing speaker was George Kunkelman of 
Pittsburgh, prominent industrial mana- 
ger, on “An Industrial Man Speaks Up.” 
He gave a brief history of the rise of 
industrial insurance in England and its 
introduction in this country in 1875. He 
said that more than 300,000,000 policies 
have been issued with 80,000,000 in force 
covering possibly 40,000,000 lives with 
over $18,000,000,000 of insurance. He paid 
a high tribute to the industrial man for 
his great work and his achievements in 
the development of life insurance. 

* * * 

San Francisco—The leading producers’ 
dinner has been set for Feb. 28 at the 
Palace Hotel. 

John Nelson, home _ office _ super- 
visor of public relations, Sun Life of 
Canada, will speak May 16. He will be 
on the Pacific Coast at that time on 
business for his company. 

A special committee is arranging for 
a special meeting in the near future with 
a special appeal to the industrial agents 
of the city. Another special committee 
is preparing proposed anti-twisting leg- 
islation patterned after that in Ohio and 
making information regarding agents 
privileged. 

* * * 

Memphis—F. W. Whitner has been 
elected secretary to succeed James May, 
resigned. C. D. Richardson replaces Mr. 
May as a director. 

* * * 

Michigan—Plans for the annual con- 
vention in Flint were discussed and June 
7-8 selected as the tentative dates, ata 
meeting of the directors. : 

J. C. Cameron, district manager Equit- 
able of New York in Flint, was named 
general chairman of convention commit- 
tees. 

* *K * 

Denver—The Colorado association is 
conducting a fight against a bill to place 
a 4 percent tax on life premiums, 2 per- 
cent of which would go to the police 
pension fund. 

The sales congress of the Colorado as- 
sociation will be held here March 15. 
T. M. Riehle, president National asso- 
ciation, will speak. There will be 4 
luncheon and a dance and entertainment 
that night... H. M. Reisa, Mutua: Life of 
New York, is chairman of the commit 
tee. 

“When A Man Dies, What?” was the 
theme of the meeting of the Colorado 
association held this week. There were 
several 10-minute talks on what hap- 
pens to a man’s family after he dies. 
Two widows, an undertaker and a minl- 
ister were among the speakers. 

*x* * * 

Boston—Carroll C. Day, for 24 years 
general agent of the Pacific Mutual in 
Oklahoma, spoke at the February meet- 
ing on “A Philosophy of Living.” I 
1931 he was voted Oklahoma’s most use 
ful citizen. 

* * * 


Allegany County, Md.—More than 10 
telegrams were sent to Governor Nice, 
following a special session of the execu- 
tive committee at Cumberland, protest: 
ing the appointment of Dr. C. F. Warner 
as insurance commissioner, or anyone 
“who fails to qualify as outlined by you 
in your letter to the underwriters of this 
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state, and also in your talk to the Balti- 

ore Underwriters Association prior to 

your election.” 
* * * 

Greenville, S. C.— Agents from the 
Piedmont section of South Carolina at- 
tended a luncheon here Wednesday to 
near an address by President T. M. 
Riehle of the National association. 

*x * 

Florida—At the annual sales congress 
at Tampa Feb. 22, President Harvey 
payne will preside. T. C. Cross, Tampa 
president, and Mayor R. BE. L. Clancey 
will extend welcome, and Frank Gam- 
mon, past state president, will respond. 
q. E. Lackey of Detroit, past national 
president,; T. M. Riehle, present Na- 
tional association president, and A. E. N. 
Gray of the Prudential, will speak at the 
opening session. Mr. Riehle is also on 
the afternoon program, with H. J. John- 
son, Penn Mutual, Pittsburgh, and O. Sam 





Cummings, Kansas City Life, Dallas. 
In the evening new officers will be in- 
troduced, short talks on _ association 
objects made and the attendance cup 
awarded. 
* * * 


Suffolk, Va.—W. M. Brooks, president 
of the Richmond association and of the 
recently organized Virginia State asso- 
ciation, stressed the benefits to be de- 
rived from membership in local associa- 
tions as well as in the state and National 
associations. 

*x* * * 

Neenah-Menasha, Wis.—G. C. Loehning, 
Neenah attorney, discussed the various 
phases of probate law regarding the 
making of wills and probate procedure. 

* * X* 

Louisville—F. A. Wallis, Paris, Ky., 
will speak on “Bank Vaults or Grave 
Vaults.” 
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Continuous Recruiting Method 
Responsibility of Manager 





Constant turnover in agency force 
and necessity for a continuous recruit- 
ing plan are inescapable responsibili- 
ties of agency managers and general 
agents, it was made clear in a forum 
conducted at the February meeting of 
the Life Agency Supervisors Associa- 
tion of Chicago. The nation-wide em- 
phasis placed recently on the need for 
higher professional standards in the 
feld makes it incumbent on agency 
heads to shape their recruiting program 
to the end of securing the higher type 
of agents, it was said by Ray Johnson, 
Acacia Mutual, chairman of the session. 
The undesirables and part-timers must 
be weeded out and the right type of 
agent aggressively sought. 

Those in charge of recruiting will 
have to study and work as hard to be- 
come good recruiters as they have had 
previously to study and work to learn 
the professional aspects of the business. 
The development of a larger percent- 
age of high type agent probably will 
not come accidentally. It must be done 
by deliberate selection. 


No Scientific Method of 
Selection Ever Developed 


Mr. Johnson made the point that no 
accurate, scientific method that is sure- 
fire has been developed for determining 
the men and women who will be the 
successful, professional type of agents. 

€ expressed belief that one reason 
why most agencies have not been able 
to build up a high proportion of the 
better type of agents has been that 
they have not had sufficient material 
tom which to select. Recruiting has 
fen accepted as a necessary although 
troublesome part of the business, but 
it has not been studied and practiced 
as carefully as it might have been. This 
accounts, he said, for there being so 
Many unfit agents given contracts. In 
general the agents have been selecting 
the agencies which they desired to join 
tather than the agencies selecting the 
agents, 

Mr. Johnson said proved and suc- 
cessful agents are the best source of 
Prospective agents, and next comes per- 
‘onal selection where the manager and 
po assistants select from a variety of 
ae including centers of influence 
ae Various contacts. Policyholders 
rial prolific source of agency mate- 
te hi hey can be profitably circularized 
hold 1s end and occasionally a policy- 

€r can be found who will make a 
800d agent. 

It is to the advantage of examiners 





employed by a company to turn up 
some agency material, This increases 
their medical fees. The matter can be 
put frankly to the examiners. Prospec- 
tive examiners also can be put to 
work to the benefit of the agent. Bank- 
ers with whom the office does business 
similarly can be interested in devel- 
oping agency prospects. 

Mr. Johnson said he believed college 
graduates who are well selected and 
of the more mature type will be found 
to make good agents. The types 
sought are men and women who have 
worked their way through school, who 
have had _ extra-curricular activities, 
who perhaps have worked on _ the 
school magazine, have been in ath- 
letics and learned to take punishment. 

A method too little employed is cold 
canvass by telephone, he said. It has 
been found in his office that one inter- 
view with a prospective agent can be 
secured out of every five calls. 
Recruiting Methods of 

Northwestern National Told 

Harry Hoffman, Northwestern Na- 
tional, told his company’s recruiting 
method worked out through a survey 
made by Tradeways. It was found 
that of applicants completing correspon- 
dence and business courses 40 percent 
succeed in life insurance. Size of 
previous business income is an im- 
portant factor, and investments carried, 
with a high score if the applicant has 
well diversified investments. Savings, 
including life insurance, is another fac- 
tor. Social and civic activities, number 
of contacts made, offices held in vari- 
ous organizations, all play an impor- 
tant part. 

The Northwestern National has 
worked out a scoring system, using these 
and other factors, it being found that 
for scores ranging from 260 to 319, two 
out of every ten applicants will suc- 
ceed in life insurance; scores 320 to 369, 
five out of ten, and 370 to 470, eight 
out of ten. 

Elmer Grandson, Union Central, ex- 
pressed belief that all managers, gen- 
eral agents and their supervisors should 
take a course in enthusiasm. He be- 
lieves this the most important factor in 
developing agents. The mere training 
in the various contracts, etc., is fairly 
unimportant. Few agents use more than 
a few contracts anyway, he said. A vi- 
tal quality to be found in an agent is 
the ability to become systematic. If 
he can not learn to organize himself 
and to maintain a daily record, the Un- 





ion Central agency does not want him. 
He must have a minimum of 100 names 
of prospects to start. He is taught to 
classify them according to territory, 
making two prospect cards for each 
name. 


Agents Required to Place 
Names on Street Guide 


The Union Central agency operated 
by Manager H. A. Zischke uses a street 
guide which is arranged territorially by 
mile sections. The agents are taught 
to use this guide constantly in their 
prospecting. They locate and place the 
names of prospects in the territorial 
map where they belong. A permanent 
file is maintained with the names in ro- 
tation and memoranda where the names 
may be found in the map. 

This serves often to disclose to an 
agent how few prospects he really has 
in a given section, Mr. Grandson said. 
It also drives an agent to economize 
time by prospecting more intensively in 





a given section of the city and to con- 
centrate his sales efforts thereby. 

It is pathetic, Mr. Grandson said, to 
watch the average agent “play solitaire” 
with his prospect cards and to know 
that he is making long jumps across the 
city without any system. 

The new man must spend a part of 
his time improving his mind. Mr. 
Grandson said it is not fair to take 
new men and not work with them in 
the field. This is chronologically per- 
haps the final but one of the most im- 
portant responsibilities of the super- 
visor. A. H. Hiatt, Aetna Life, presi- 
dent of the association, presided. 


Name Chipman in Columbus 

Columbus, O., managers at their an- 
nual meeting elected H. A. Chipman, 
Equitable of New York, president; 
George Patton, Mutual Life, vice-presi- 
dent, and Walter Lawrence, Provident 
Mutual, secretary-treasurer. Commis- 


sioner R. L. Bowen, Actuary W. A. 
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PHLLOT 
LIFE 


facts and figures 


ASSETS 

First Mortgage Loans.........-.-+-0--eeeeseeeeeeee ee eeeees $ 3,834,230.09 
Stocks and Bonds and Loans on Stocks and Bonds...........- 2,934,413.03 
Policy Loans .........02-eceecece cece eect ence eeeceseteeeees 4,197,338.15 
CRT eee IIE, © 8 os oo kone Sere c ce dimeqcascsctmeevesecceeas 434,332.88 
Real Estate Owned by Company..........-..---eeeeeeeeeeee 2,132,652.24 
Interest Due and Accrued... .........cccccccccccsceecceeess 244,364.46 
Premiums Deferred or in Process of Collection.............-. 447,168.33 
Miscellaneous Assets (met) .........cccccccccccccccccccsccces 33,098.87 

Total Admitted Assets........ aid ad uacezadawnedceutats $14,257,598.05 

LIABILITIES 

sami Wag as 5 ik, Ra oe he he ch BRI ce Fd $12,424,264.00 
Policy Claims in Process of Payment..........---++++++++++5 79,240. 
Miscellaneous Liabilities ...........cccccccccccccccccccecees 55,914.56 

WMA En ob RNa ie oh tad es Causa ndecnc a Cececectwacéoeesdes $12,559,418.95 
Surplus Protection to Policy Owners...........-+++++++eee005 1,698,179.10 


Total Liabilities and Surplus Protection to Policy Owners. .. .$14,257,598.05 
From the 1934 Statement of the 
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PERFECT PROTECTION 
POLICY 


The latest and most complete development of 
the Family Income Plan. 
For full Details—without obligation—write 
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ASSURANCE COMPANY 
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To prospects who demand 
guaranteed results, who wish 
to know the exact premiums 
for each year, the exact paid- 
up value of a policy at any 
date and its exact worth in 
cash or income at retirement 
age we offer the 


COMMONWEALTH 
COUPON POLICY 


This combines a well rounded 
insurance program in one pol- 
icy which fills the above re- 
quirements on the guaranteed 
dividend basis. 


In addition to the protection 
afforded the beneficiary it 
guarantees to the policy- 
holder the amount of every 
premium, guarantees the 
number of premiums to be 
paid and guarantees the age 
when the policy will mature 
and become payable. 


Commonwealth Life agents 
are enthusiastic in_ their 
praise of our COUPON 
POLICY — further evidence 
that this company, whose 
agents work under that un- 
usual and highly successful 
plan of Commonwealth Cor- 
dial Cooperation, leads in 
giving an agent every pos- 
sible help to insure perma- 
nent success—as well as in 
giving policyholders the very 
best in Life Insurance. 


Further information regard- 
ing this successful policy will 
be given gladly to any agent. 


I. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY 




















Robinson and Assistant Superintendent 
Raymond Rhoads of the Ohio depart- 
ment attended the meeting and took 
part in a round-table discussion of in- 
surance problems. 


Holcombe on Southern Trip 





Manager Life Insurance Sales Research 
Bureau Gives Talks at Different 
Points 





John M. Holcombe, Jr., manager of 
the Life Insurance Sales Research Bu- 
reau, was guest of honor before the 
managers and general agents in Bir- 
mingham, the luncheon being arranged 
by President S. F, Clabaugh of the Pro- 
tective Life. Mr. Holcombe in his ad- 
dress stressed the cooperative activity in 
Life Insurance Week, the proposals to 
handle the problem of the marginal pro- 
ducer of life insurance and the inter- 
company agreement to control twisting. 
Each of these Mr. Holcombe stated in- 
dicated how by cooperation, life com- 
panies can increase their efficiency and 
spheres of service. Mr. Holcombe vis- 
ited Birmingham in view of the fact that 
the Research Bureau’s managers school 
opened there Feb. 11 with an enrollment 
of 35. During his trip Mr. Holcombe 
visited St. Petersburg, Fla., delivering 
two addresses before the general agents’ 
convention of the Provident Mutual. He 
was also at Nashville where he spoke 
before the managers of the National Life 
& Accident. 


Eliminate Lazy Agents 


DETROIT, Feb. 21.—The elimination 
of lazy agents and greater help for the 
aggressive hard workers were stressed 
by H. K. Schoch, Detroit general agent 
Aetna Life, before the February meeting 
of the Accident & Health Managers 
Club of Detroit. Lazy agents waste the 
manager’s time and should be elim- 





inated. The training period of an agent 


should never end and the managers 
should keep in constant contact with 
agents, 


Northwestern Men Meet 


The Association of General Agents 
of the Northwestern Mutual Life held 
its annual four-day conference at Bi- 
loxi, Miss. This is a departure from 
the usual practice of holding three zone 
conferences. In attendance from the 
home office were M. J. Cleary, presi- 
dent; P. H. Evans, vice-president and 
actuary; Grant L. Hill, director of 
agencies, and J. J. Hughes, U. H. Poin- 
dexter, W. R. Chapman and R. P. 
Thierbach, assistant directors of agen- 
cies, all of whom spoke. 

The company’s new induction pro- 
gram was reviewed by Mr. Poindexter, 
and the new educational course and 
preliminary training plans by Mr. 
Thierbach. Walther Buchen, Chicago 
advertising man, discussed the com- 
pany’s 1935 advertising program. Mr. 
Chapman reviewed the sales promotion 
plan for 1935. Three conference ses- 
sions were held with M. L. Woodward, 
Detroit, as chairman of the urban sec- 
tion; C. R. Garrett, Sioux City, Ia., 
rural, and M. H. O. Williams, Seattle, 
Wash., mixed. 








Tampa Managers Meet 

More than 100 members and guests 
attended the annual meeting of_ the 
Tampa, Fla., life managers at Davis 
Island Country Club. O. W. King, Gulf 
Life, of Jacksonville, president of the 
club and was toastmaster. Former Gov- 
ernor Doyle Carleton spoke on “Our 
Present Challenge.” 


New World Managers Meet 


The New World Life held a two-day 
managers’ school at Avalon, Catalina 
Island, attended by all agency managers. 
L. J. Doolin, Life Insurance Sales Re- 
search Bureau, discussed conservation 
and selection and training of agents. 
President J. J. Cadigan gave history 
of the company, and Vice-president J. 








W. Cadigan discussed plans for in- 
creased production in 1935. H. H. Hoyt, 
manager of agencies for California, pre- 
sented a_new sales plan which has 
proved effective. 





Coast Managers Meet 


Phoenix Mutual Life managers in the 
four principal cities of the Pacific ‘Coast 
will meet in San Francisco Feb. 25-26 
to confer on sales plans and coordinated 
activities. Those attending the confer- 
ences will be: Leon A. Soper, Los An- 
geles; S. Berne Carleton, Seattle; R. L. 
Sherwood, Portland, and Clarence W. 
Peterson, San Francisco. 

Mr. Soper addressed the direct mail 








division of the San Francisco Adverts. 
ing Club at its luncheon Feb. 20. 
was for a number of years sales promo. 
tion manager for the Phoenix Muty 


Life before going to California. 


Los Angeles Group Meets 


The February luncheon-meeting 
the Life Managers’ Association of Lp; 
Angeles was devoted to an open foryy 
on supervision, agency management anj 
the outlook for 1935, with consideratio, 
of plans for improvement along theg 
lines. The program was commended by 
managers and it was suggested thy 
these and similar topics be considere 


at subsequent meetings. 
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NEWS OF THE FRATERNALS 





Lutheran Mutual Aid Report 


Assets Now $5,339,000, Insurance in 
Force $37,892,000, Surplus $821,540, 
Statement Shows 








Annual statement of the Lutheran 
Mutual Aid of Waverly, Ia., shows total 
admitted assets $5,339,327, made up of 
first mortgage loans $2,318,058, bonds 
$1,532,741, real estate and office building 
$377,169, certificate loans $607,835, in- 
terest due and accrued $167,676, cash 
$87,788, premiums due and unpaid $239,- 
901. 


In the last six years the society has 
more than doubled insurance in force, 
and trebled assets and surplus. Insur- 
ance in force at the end of last year was 
$37,892,867, surplus $821,540, benefits 
paid $3,904,252, refunds $688,031, mor- 
tality 33.49 percent of expected and ra- 
tio of assets to liabilities 118.18 percent. 

Liabilities were: Net tabular mean re- 
serve $4,320,142, advance premium pay- 
ments $44,907, reserve for claims $70,068, 
refund accumulation $58,921, refunds due 
and unpaid $10,364, expense fund re- 
serve $13,387. Included in reserves is a 
special reserve of $105,991 for dividends 
to be paid this year. 





Hilty Is Deputy Regent 
_G, R. Hilty, president Miami Adver- 
tising Club and head advertising divi- 
sion Florida Power & Light Company, 
has. been appointed deputy supreme re- 
gent for Florida by the Royal Arcanum. 
Mr. Hilty has been a member more than 
25 years. A grand council of Florida is 
being formed, H. C. Hinchcliffe of Mi- 
ami Shores assisting in the work. 





Rules on Taxation Basis 


The same tax rate that applied to 
the Brotherhood of American Yeomen 
as a fraternal shall continue up to the 
time the plan for handling affairs of the 
Yeomen Mutual Life was completed, 
Attorney-General Conway of South 
Dakota ruled in an opinion to Commis- 
sioner W. J. Dawson. The inquiry 
was as to the method of classification 
of the company’s business for taxation 
purposes. The Yeomen Mutual Life 
was formed May 1, 1932, from the so- 
ciety, since when it has been subject 
to the tax applicable against a mutual 
at company under South Dakota 
aws. 





Push Single Premium Forms 


The sale of single payment endow- 
ment policies in the juvenile department 
is being pushed by the A. O. U. W. 
of Kansas. The society is selling juve- 
nile 20 year endowment and endowment 
at age 18 on the single payment basis. 


Bill Would Segregate Classes 


Different classes of membership 
would be segregated as to solvency and 
for liquidation purposes under a Dill 
introduced in the New York legisla- 
ture by Assemblyman Joseph Hammer- 
man, Democrat, New York, and re- 
ferred to the insurance committee. This 











would add a new subdivision 4 to ser. 
tion 243 of the insurance law, providing 
that where a fraternal has_ different 
classes of members, each maintaining 
reserve separate from the other, delin- 
quency or insolvency of any one class 
shall not be chargeable to any other 
class nor shall liquidation of one class 
interfere with transaction of business 
in another. 





Chicago Fraternal Reports 


The Polish Roman Catholic Union of 
Chicago reports admitted assets of $14, 
117,112, a $503,294 increase; 1934 new 
business totaled $5,555,256; insurance in 
force $83,995,545, a $1,306,289 increase; 
premium income $1,709,240; total income 
$2,424,053; paid policyholders and bene- 
ficiaries $938,161; total disbursements 
$1,598,703. 


Chamber of Commerce Takes 
Stand on the Illinois Cod 


The insurance division executive com: 
mittee of the Illinois Chamber of Con- 
merce, in a report on the propose 
Illinois insurance code, urges passage 0 
an insurance code on a sound basis it 
the present session of the legislature 
but offers some criticism of the insttt- 
ment, as originally drafted. if 

The committee voices the opinil 
that the original draft provides too wile 
extension of discretionary powers. Al 
effort should be made clearly to describe 
the intent of the provisions within the 
code without leaving the details to tht 
discretion of present and future isul 
ance directors. The theory of the code 
should provide for giving the depatt 
ment clear powers whenever laws hav? 
been broken and the department shoul 
adhere more to the administrative rather 
than to the judicial functions. 

Attention is given the mutual benelt 
associations. The committee states thi! 
the theory of these associations 1s ” 
provide life insurance on a_ moaille 
form of assessment plan in local cot 
munities, somewhat in the same bs 
that fire insurance is furnished throug 
county and township fire associations. 

If a practical plan for working 
such a method of operation, by ped 
inating the abuses of this system, wer 
adopted, the committee stated, there 
could be no objection to the association: 
The code attempts to correct the abuse 
by limiting the profit and expenses 
the managers and promoters am “ 
clarifying the certificates. The pe 
and township mutual fire associat 
have a splendid record for conserva 
as to expenses and are on a non-pro) 
tional basis, the committee points o 
If there is a similar field for ee 
benefits, the committee expresses ly 
hope they will be put on approx od 
the same basis as the county and to 
ship mutuals. 








The 1935 celebration 
Insurance Days will be held 
burgh, May 23-24. This functi? 
ried on under the auspices of the 
sylvania Insurance Federation. 
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: Illinois, which was started as an as- | policies 234 against 118 in January, 1934, | B, Wagner, H. S. Byrne, B. M. Wolf, A. 
— Fraternals Appear Against sessment company in 1916 and converted | 2nd 144 in June, 1927. : B. Wagner, HS. Byrne, B. M. Wolf, A. 
$ promo. P roposed Missouri Code | to the legal reserve basis in 1920. The pag ree ~- Lackey, Detrolt, Ma ssachu- ~ Ellis and 
: setts Mutual Life—Jan ; : 
company two years later had its charter $1,645,042, increase $58,232. Agency is O " p ae 
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(CONTINUED FROM PAGE 1) 
prought under complete control of the 







nets insurance department. ; “fe 
eting of Mr. McDavid stated that Missouri is 
1 of Lo; fmmthe first state to attempt to place the 






fraternals in the same category as com- 
mercial companies. He contended that 





2n forum 









nent and ; ( i 
ideration such control “would crucify the socie- 
ng thes faeties.” He elaborated the fraternalistic 
ended hy (™eactivities of the societies, such as their 
ted tha MMe lodge meetings, orphan homes, hospitals 







and schools. The proposed code, he 
pointed out, would not permit fraternals 
to invest in such enterprises. 

The fraternals have built their entire 
structures relying upon the declaration 
in the statute of many years’ standing, 
which classifies fraternals as charitable 
and benevolent organizations. The mem- 
bers, he argued, are carrying now as 
heavy a load as they can and they could 
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roviding HM not stand an assessment for taxes. 
different HM He predicted that if Missouri should 
Intaining HF provide such strict control over frater- 
r, delin- HM nals, other states would be tempted to 
one class MR take the same steps. 

ry other In answer to a question, Mr. McDavid 
yne class Mcaid he was not authorized to say 
business MP whether the fraternals would be willing 





to come under state regulation if they 
were not subjected to the premium tax. 

“We have now established rates which 
will guarantee there will never be any 
empty treasury,” Mr. McDavid said. 
| of $14; BP “We have rectified the mistakes of ear- 








vet. lier years and now just when we have 
increase: fae UF house in order, it is proposed to fine 
1 income MEE YS. With this premium tax.” 

nd bene- It was called to the attention of the 
rsements Me COMmittee that burial associations were 


organized under a chapter of the Mis- 
souri laws entirely different from that 
pertaining to societies. Burial associa- 
tions were heard again February 21. 

Two or three speakers presented some 
of the objections of life companies to 
the code. They were opposed to lower- 


Takes 
s Code 


lve com: HRS ing the percentage of a property’s ‘“mar- 
of Com- ket value’? on which they can make 
propostd MF loans. The code would reduce this from 
ssage 0 He two-thirds to one-half, 

basis in E, A. Sandler, executive secretary of 
zislatur, MR the Kansas City Real Estate Board, 
e insttu- protested the code section limiting to 


rs 50 percent its investments in real estate, 
opinion where the present law has no limit. 





too wide HA Mutual life assessment companies ob- 
ers, An BM jected to the code prohibiting future 
descrie He ganization of such companies, and 
thin the MM thus making “outlaws” of them. | 

s to the Burial societies opposed the sections 
e insur: which would require their conformity 
rhe code with general life company laws and 
depat: Me Pace them under department super- 
ws hart fae vision, 

t should ———- 

e rath I Important IHinois Merger 
ben Has Now Been Consummated 
ites tha 
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al com these lines, F. M. Feffer, vice-president 
ne way and director, is to retire and enter pri- 
throug! Ate business with his father in Phoenix, 
tions. : rr 

ing ott The Illinois Bankers Life was incor- 


y elim: Porated in 1929 as the successor of the 


m, wert inois Bankers Life Association, which 
{ there 4d operated on an assessment basis 
cjations. Tom the time of its organization in 1897, 
» abuses ety percent of the insurance in force 
nses of as placed upon the legal reserve basis. 
and by € company is licensed to operate in 14 


county States and the District of Columbia. Its 


ciations natement as of Dec. 31, 1934, showed 
rvatisi Popes in force of $73,567,000, a gairt 
prom? $1,561,000. Its assets were $18,471,- 
nts ot on an increase of $760,113. Insurance 
mutta! 22 ten during the year totalled $8,914,- 
ses the » aN increase of $1,784,196. 


‘mately St year it reinsured the busi f 
‘y Pg od e business 0 
i tow! .€ defunct Our Home L Jash- 

* D. C., with lien. ae 

>, cers are William H. Wood 

; : oods, 
oe Dr, J. N. Ebersole, vice-presi- 
sat and medical director; E. H. Hen- 





wrgh 
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sylvan generale President; Hugh T. Martin, 
Pitts: Ounsel; Arthur T, - 
SS "ary treasurer T. Sawyer, sec 
: e i ; 
, Pent rated raham Lincoln was incorpo- 


Originally as the Mutual Life of 








amended to empower it to write acci- 
dent and health. In 1926, the name was 
changed to the Abraham Lincoln. 

In 1931, the company reinsured the 
business of the Springfield Life, which 
had been formed from the old Court of 
Honor. 

The company was licensed in seven 
states, in two of which, Ohio and Mich- 
igan, the Illinois Bankers has not been 
operating. It is expected that the latter 
company will apply for license in these 
states. 

Three meetings for agents of the for- 
mer Abraham Lincoln are being held 
Sixty-five agents of Springfield and vi- 
cinity met Thursday in Springfield; 
40 agents of the Cleveland area will 
meet there Feb. 25, and about 40 Chi- 
cago agents will meet in Chicago Feb. 
26. The agents are being addressed by 
officials of the Illinois Bankers on pres- 
ent and future plans. 





Detroit Stages Comeback; 
1934 Production Gain 23% 





DETROIT, Feb. 21.—As an indication 
of the genuine “comeback” staged by 
Detroit the past year, H. B. Thompson, 
executive secretary Associated Life Gen- 
eral Agents & Managers, reports that 
Detroit life agencies paid for 23 percent 
more insurance in 1934 than in 1933, as 
compared to a gain of 10.1 percent for 
the entire country. 

“Nineteen companies writing about 40 
percent of the total in Detroit paid for 
$91,492,786 of new life insurance in 1934 
as compared to $74,462,511,” says Mr. 
Thompson, “in spite of a midsummer 
lull, during which business dropped be- 
low the 1933 level. 

“New business paid for in December, 
1934, totaled $9,063,693 for these nine- 
teen agencies as compared to $7,137,355 
in December, 1933, an increase of 27 
percent.” 








RECORDS 
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cent more business in 1934 than in 1933, 
January, 1935, paid business was 30 per- 
cent over 1934, and the written increase 
76 percent. The agency is continually 
adding new men. Present prospects in- 
dicate 1935 will show a marked increase 
over 1934. 

R. L. Hoghe, Los Angeles agency 
Equitable Life of Iowa—January writ- 
ten business best in two years. 

H. P. Gravengaard, Toledo, New Eng- 
land Mutual—Reports 58 percent im- 
provement in 1934 over 1933. The agency 
supervises 26 counties in northwestern 
Ohio. January showed a substantial in- 
crease. 

A. H. Challiss and associates, Wash- 
ington state agency, Massachusetts Mu- 
tual—Report 12 percent gain in new busi- 
ness. 


Morton & Morton, St. Louis, Connecti- 
cut Mutual Life—Paid for $1,273,000 in 
January, gain of 400 percent. Best 
month in 87 years. Paid business in 
1934 gained 23 percent. 

Delivered $8,012,274 new insurance in 
1934, a gain of $111,044. Led all of com- 
pany’s agencies in increase in annual 
premiums, second in number of policies 
placed and fourth in volume. 

C. W. Peterson, San Francisco, Phoenix 
Mutual—25 percent gain in first six 
weeks of 1935. 

Rudolph Wiedemann, Hollywood, Cal., 
Equitable Life of New York—January 
best month on record with $766,875 vol- 
ume and $33,962 premiums. 

G. A. Holland, San Antonio, Tex., Con- 
necticut Mutual Life—Paid life business 
increased 68 percent in January. 

Judd C. Benson, Kansas City, Mo., 
Union Central Life—100 percent increase 
in January. 

R. R. Hale, Baltimore, Equitable Life 
of New York—January paid business 
totaled $1,858,081, an increase of 145 per- 
cent. Best month since June, 1927. Total 








80 years old and 1935 slogan is “Eighty 
years—eighty lives for each agent.” 


Omaha Company Elects 


The Citizens Limited Life of Omaha 
whas elected these officers: O. J. Allison, 
Lincoln, president; E. B. Wagner, vice- 
president; H. L. Babcock, secretary- 
treasurer; Dr. L. E. Hanisch, medical di- 
rector, and Dr. L. J. Owen, assistant 
medical director. Directors in addition 
to the officers are W. G. Rutledge, E. 








. M. Hamill, secretary California 
State Association of Life Underwriters 
is appearing before local associations of 
the state enlisting their active support 
in opposition to the proposed 4 percent 
tax on gross premiums. He was in San 
Jose, Stockton, Sacramento and Fresno 
this week. 





“Business Life Insurance,” by Ralph 
Sanborn. Discusses the various phases 
of this class of protection, $3. The Na- 
tional Underwriter. 





field staff. 


HOME OFFICE 


A Splendid Tribute 


URING 1934 this Company produced 
$25,231,544 new paid business, exclusive 
of annuities,—a splendid tribute to a splendid 


Assets and contingency reserves and surplus 
showed an increase over the official state- 
ment of April 30. Liquidity is emphasized 
in cash and certificates of deposit at interest 
in excess of $2,200,000 and U. S. Government 
Bonds of $2,636,339 book value. 


Admitted Assets $41,660,000 
Insurance in force $210,000,000 


CALIFORNIA-WESTERN STATES LIFE 
INSURANCE COMPANY 


SACRAMENTO 











sales leads. 


ness has been written. 


tacted. 
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Leads for Leaders 


IDELITY’S successful lead service has 
been in operation for eighteen years. It 
has produced nearly half a million first class 


From these leads $218,671,153 of direct busi- 


the millions of dollars of business resulting 
indirectly or subsequent to the initial sale. 
Fidelity agents rightly prize a plan which 
over eighteen years has brought interested in- 
quiries from 18.7% of the people it has con- 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


This does not include 
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In YOUR own life as well as in 
the jungle, this greatest of all laws 
is ever at work. Today it means 
more than being physically and 
mentally fit—you must be finan- 
cially fit. Especially in old age when 
Nature will test hardest. The old 
man is never a favorite of Nature; 
she handicaps and shackles, then 
tests him. But fit or unfit, the old 
man who is financially secure can 
afford to retire from Nature's 
fight. 

The Central States Life offers 
the three standard retirement in- 
come plans — annuities, endow- 
ments, and insurance with income 
—plus other contracts adapted 
from these three. Our complete 
coverage means a policy to fit the 
needs of any prospect. Have you 
written for your copy of “Field 
Features?" 

Address agency inquiries to 

J. DeWitt Mills, Vice-President 


CENTRAL STATES 


LIFE INSURANCE 


COMPANY 


AINT L S GEORGE GRAHAM, PRES 


7 


They Said We’d 
“Get Burnt” 


When our new Super Dintiy policy 





went on market, so ple was the 
contract, and so free was it from con- 
fusing technicali' restrictions that 


i and 
we were told we'd get “burnt.” 
But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and we did it. We 
haven’t been burnt. 
Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients. 
Send in the coupon for further infor- 
mation. 


INTER-OCEAN CASUALTY 
COMPANY 
Executive Office 
CINCINNATI-OIIO 














y 





tnter-Ocean Casualty Ce., 
American Bidg., Cincinnati, Ohie. 

send me information regarding your seci- 
dent and health policies. 





“Business Life Insurance,” by Ralph 
Sanborn. 
of this class of protection, $3. 
tional Underwriter. 


Discusses the various phases 
The Na- 











Cochrane Is Under 
Fire in Colorado 
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first three when they were indicted a 
few weeks ago. Button and D. E. Bone 
are said to have formed the Colorado 
General Agency last January 1, the 
agency to be the Colorado agency for 
the insurance company. It is charged 
that the insurance firm advanced $1,500 
to the agency for agents’ advance, with 
Bone and Button both depositing $500 
of this to their respective bank accounts. 
It is further alleged that they both drew 
checks for $500 each, this $1,000 going to 
pay persons who had provided bonds for 
the three officers. The checks are said 
to be in possession of the grand jury. 

The third indictment alleges addi- 
tional developments of the charge that 
$20,000 was voted out of the insurance 
company’s treasury when it was sold 
last May. All defendants are free, some 
being released after posting of addi- 
tional bonds, and others on personal rec- 
o~izance, together with the fact they 
are already under bond. Helser, who is 
ill, supplied an additional $5,000 to the 
$20,000 already posted, this being signed 
at his home. Witnesses indorsed on the 
indictments include Commissioner Coch- 
rane. 





Expenditures Prohibited 


District Judge McDonough issued an 
order prohibiting any expenditure of 
company funds other than those abso- 
lutely necessary to conduct routine busi- 
ness. This is said to have been issued 
after Commissioner Cochrane claimed 
that insurance company money was go- 
ing to be used in defense of the three 
officials. This order also prohibits pay- 
ment of a five percent dividend declared 
Feb. 5. For expenditures other than for 
routine business, the order declares writ- 
ten permission of Cochrane must first 
be obtained. February 25 was set as the 
date for a hearing on the permanent re- 
strair‘-~ order. The first formal move 
to place the case in civil courts came as 
the result of receivers of Heath, Larson 
& Co., a defunct bond concern, filing a 
suit in district court for a complete ac- 
counting of the transaction last May. 
It is reported that examiners from Colo- 
rado, Wyoming, Nebraska, Kansas and 
New Mexico have been invited to make 
a complete investigation of the firm. 

The stockholders of the American Life 
met Feb. 18 for the election of officers. It 
is reported Helser controls about 35,000 
shares of the 100,000 shares and that 
Seebass’ mother owns 16,400 shares. The 
election was postponed until April 15 
and a vote of confidence was given to 
Helser and his associates. Further in- 
formation came to light about the Re- 
public Mutual Insurance Co., which 
issued more than $100,000 worth of al- 
leged indebtedness certificates against 
assets consisting of $33 and securities of 
doubtful value, the certificates being pur- 
chased by the American Life and listed 
by that concern as “assets.” 

It is also charged that Commissioner 
Cochrane of Colorado has pleaded with 
officers of the Republic Mutual to get 
anything that will stand up as “assets” 
into the company’s safe. There has been 
a change in officers of the firm, this 
being done in an attempt to protect the 
8,000 policyholders who are reported to 
be paying something like $70,000 in pre- 
miums every year. 

The senatorial investigation of the in- 
surance situation was opened before a 
crowd which overflowed the chambers. 
Commissioner Cochrane, sitting in the 
audience, was accused not only of per- 
sonal misconduct but also of having 
knowledge of the alleged illegal acts of 
various insurance firms. Cochrane made 
no public defense of these charges. It 
was also brought out that a list of bonds 
placed with Cochrane guaranteeing the 
financial soundness of various insurance 
firms has been presented to the investi- 
gating committee. It is said these bonds 
have been appraised by authorities who 
believe they are worth --'-- about 10 
cents on the dollar. 


gation committee has been meeting pri- 
vately. It is reported that when they 
resume this week, their first witness will 
be Theodore Thulemeyer, who has just 
been removed as insurance commis- 
sioner of Wyoming. Another meeting 
it is reported, will deal with the alleged 
failure of Cochrane to investigate cer- 
tain conditions called to his attention 
last summer. It is stated that Thule- 
meyer informed Cochrane of certain 
facts and told him that he would not re- 
new the license of a Denver insurance 
company in Wyoming. As far as can 
be learned by the senatorial committee, 
Cochrane did not answer the letter. 

President Helser has sent a letter to 
policyholders. He speaks about the in- 
jection of a Denver brokerage house 
into the company’s affairs. President 
Helser states that it became necessary 
for the officers to eliminate these de- 
structive factors and later on to have 
two men, who had been officers about 
three weeks, arrested for selling the 
company forged bonds. He then asserts 
that in reprisal, the men secured the in- 
dictments of the president and two other 
officers. President Helser in the letter 
says that he and his associates are de- 
manding either an immediate hearing or 
dismissal of the charges. 

He calls attention to a letter from 
Commissioner Cochrane dated Feb. 7 
which says: “The department’s exam- 
ination of the American Life which was 
begun about the middle of May and 
continued into the latter part of October 
revealed a satisfactory condition. As 
you are aware, the department endeavors 
to keep in close touch with domestic 
companies and to make its examinations 
thorough.” 


Concentrated Conservation 


Efforts Prove Worth While 





The effectiveness of concentrated con- 
servation work was demonstrated by the 
Protective Life of Birmingham by the 
reinstatement of 1,843 policies for $3,- 
435,308 in 1934. This was the best rec- 
ord in its history. Although the aid of 
the agents in the reinstatement cam- 
paign was solicited, 43 percent of the 
amount reinstated came through corre- 
spondence from the home office without 
aid from the field. The agents were 
not given credit for renewals on the 
mail reinstatements. J. Delony, di- 
rector of policyholders’ service, said in 
many cases the agent knew so much 
about the policyholder’s case that he fig- 
ured the man did not have sufficient 
money to pay for a reinstated policy, 
while the company was able to collect. 


Farmers Had More Money 


Mr. Delony’s first step was to write 
a letter to lapsed policyholders, asking 
them why they were unable to continue 
payment. A 40 percent response was 
received and a personalized mail cam- 
paign was conducted to resell this group 
on the value of insurance. Special let- 
ters were sent to each individual case. 
Particular success was had in reinstat- 
ing farmers’ policies as they enjoyed a 
good year and had more money. The 
plan was to concentrate on the farmer 
about the time he harvested his crop. 

Most of the policyholders admitted 
that loans on their insurance had been 
a salvation to them during the hard 
times, said Mr. Delony. This informa- 
tion was used as an argument for the 
policyholder to repay his loan in prep- 
aration for future contingencies. In ad- 
dition to the reinstatement, Mr. Delony’s 


standing loans in 1934 and in January 
more than $30,000 was collected. There 
were 30.7 percent less terminations last 
year. 


Taxes Must Be Paid 


The collector of internal revenue at 
Hartford has received word from Wash- 
ington of a ruling to the effect that the 
Connecticut statute which prohibits 
creditors from attaching the cash sur- 
render value of a life policy does not 
apply to collection of federal or state 





——, 


“Jacksonville's Leading Hotel’ 





THE SEMINOLE 


JACKSONVILLE, FLORIDA 
CHAS. B. GRINER, Manager 


A human, home-like institution where 
you will find your individual comfort 
and entertainment a matter ci 
great importance. 





A steel fireproof building located 
in the heart of the city. 





Every Room with Combination Tub and 
Shower Bath, Radio, Electric Ceiling 
Fan, Slat Door for Summer Ventila- 
tion, Comfortable Beds with Mat- 
tresses of Inner Spring Con- 
struction and Individual 
Reading Lamps. 

















No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE C0. 


Ww. W. Lane, F. L. Alexande 
Secretary President 


W. R. Smith, Field Vice-President 
LAFAYETTE, INDIANA 











department collected $142,303 of out- }- 


Strong 
Progressive 
Experienced 
Over Three Quarters of a Century of 


Successful Underwriting 
Our Guarantee for the Future 


THE ST. LOUIS 
MUTUAL LIFE 
INS. CO. 


St. Louis, Missouri 
Representatives desired in 
MISSOURI, ILLINOIS AND KANSAS 
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Since the opening, the senate investi- 
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COMPANY LEADERS ARE LISTED 





Jj. Weiner, Baltimore, Highlandtown, 
$52,000 . - - Agencies: (1) Baltimore, 
N, E., $683,500; (2) Baltimore, N. W., 
664,000; (3) Highlandtown, Baltimore, 
$606,000; (4) Cleveland No. 2, $585,000; 
(5) Pittsburgh, $577,000; (6) Philadel- 
phia No. 1, $537,000; (7) Cleveland No. 1, 
$534,000; (8) Chicago No. 3, $491,000; (9) 
Baltimore Central, $469,000; (10) Kansas 
City No. 2, $440,500 . . . . States: (1) 
Maryland, $17,774,380; (2) Ohio, $15,183,- 
168; (3) Missouri, $10,510,778; (4) Penn- 
gylvania, $9,479,982; (5) Illinois, $9,245,- 
198 (6) Indiana, $2,927,594; (7) Louisiana, 
$2,162,245; (8) District of Columbia, $1,- 
379,469; (9) Kansas, $1,317,087; (10) 
Kentucky, $1,255,531. 

New World Life: Producers: (1) B.J. 
O'Reilly, Seattle, Wash., $278,336; (2) 
Gene Cannelora, Napa, Cal., $250,000; (3) 
R. E. Dow, Priest River, Idaho, $168,710; 
(4) M. C. Laughman, Minneapolis, $148,- 
520; (5) P. H. Scarlatos, Seattle, Wash., 
$146,798....Agencies: (1) Seattle City, 
Seattle, Wash., $1,045,744; (2) Minnea- 
polis, $644,651; (3) Oakland, Cal., $361,- 
910; (4) Spokane, Wash., $338,116; (5) 
Gene Cannelora, Napa, Cal., $265,500.... 
States: (1) Washington, $1,696,765; (2) 
California, $1,116,492; (3) Minnesota, 
$644,651. 

North American Life, Ill.: Producers. 
(1) G. W. Payne, Los Angeles; (2) C. A. 
Dunkel, Canton, O.; (3) R. M. Feely, 
Newark; (4) G. C. Rominger, Saguache, 
Col; (5) Freeman Alford, Kansas City, 
Mo; (6) J. A. Kappelman, Evanston, 
Il.; (7) Louis Roth, Prophetstown, I11.; 
(8) M. E. Wright, Muncie, Ind.; (9) C. M. 
Dent, Urbana, Ill.; (10) W. F. Mudge, 
Champaign, Ill. . . . . Agencies: (1) Co- 
lumbus, O.; (2) Eastern Division, 
Newark, N. J.; (3) Los Angeles; (4) In- 
dianapolis; (5) Central Division, St. 
Louis; (6) Northern Illinois, Chicago; 
(7) Illinois Dept., Champaign; (8) Illi- 
nois State, Peoria, Ill.; (9) Saguache, 
Colo.; (10) Alford Agency, Kansas City, 
Mo... . . States: (1) Illinois; (2) Ohio; 
(3) California; (4) New Jersey; (5) In- 
diana; (6) Michigan; (7) Kansas; (8) 
Wisconsin; (9) Missouri; (10) Colorado. 
Ohio National Life: Producers: (1) Ray 
Hodges, Cincinnati, $294,927; (2) H. R. 
Lindenberger, York, Pa., $278,172; (3) 
Guy Chiesman, Spokane, Wash., $250,577; 
(4) C. H. Kahn, Ft. Worth, Tex., $247,- 
802; (5) W. R. Roszel, Detroit, $208,239; 
(6) J. R. Moore, Columbus, O., $200,321; 

| (7) W. A. Hinshaw, Des Moines, Ia., 
$199,500; (8) E. W. Millholland, Colum- 
bus, O., $182,621; (9) O. C. Norton, To- 
ledo, O., $171,809; (10) L. A. Wood, 
Thayer, Mo., $170,870 . . . Agencies: 
(1) O. F. Neal, Omaha, $3,907,957; (2) 
Thomas Smith, North Carolina, $1,106,- 
929; (3) McGregor & Wade, Harrisburg, 
Pa, $1,012,617; (4) F. E. Kramer, Erie, 
Pa., $867,968; (5) J. W. Millholland, Co- 
lumbus, O., $796,300; (6) Spokane, Wash., 
$644,367; (7) Wagner & Fuller, Los An- 
Beles, $530,305; (8) O. C. Norton, Toledo, 
$477,896; (9) Ray Hodges, Cincinnati, 
$455,716; (10) V. E. Templeton, Lima, O., 
$455,223 . . . . States: (1) Ohio, $3,840,- 
| 018; (2) Nebraska, $3,607,816; (3) Penn- 
sylvania, $1,914,732; (4) Texas, $1,263,- 
468; (5) North Carolina, $1,203,470; (6) 
Missouri, $1,051,939; (7) California, $1,- 
+e (8) Michigan, $992,947; (9) 
Shington, 15,160; 1 wa, 
$650,341. g $9 6 (10) Iowa 

Penn Mutual: Producers: (1) Felix U. 
Levy, New York City; (2) Samuel Kahl, 

| Chicago; (3) Harry Phillips, Jr., New 
York City; (4) T. M. Scott, Philadelphia; 
(5) H. M. Thompson, Los Angeles; (6) 
H, 8, Wuertenbaecher, Jr., St. Louis; (7) 


» Lou Noll, New York City; (8) G. A. Jack~- 


Son, New York City; (9) Jack Lauer, 
Cincinnati; (10) Albert Hopkins, New 
i= City . . . . Agencies: (1) John A. 
Rerenson, Philadelphia, $30,842,285; (2) 
sborne Bethea, New York City, $16,035,- 


| 27; (3) A. E. Patterson, Chicago, $10,- 


401,488; (4) Holgar J. Johnson, Pitts- 
onee $8,484,658; (5) Stumes & Loeb, 
hicago, $8,294,148; (6) Ralph G. Engels- 
Gn New York City, $8,287,136; (7) J. E. 
Re bs, Newark, $6,422,211; (8) E. R. 
J nenrode, Harrisburg, $5,277,212; (9) C. 
- Iredell, Cincinnati, $4,922,905; (10) 
fan J. Crain, Atlanta, $4.519,367 ... . 
is (1) Pennsylvania, $39,600,620; (2) 
474. York, $38,776,744; (3) Illinois, $21,- 
new) (4) California, $14,387,347; (5) 
20 gn rete: $13,445,551; (6) Ohio, $£9,- 
Ga> +; (7) Missouri, $6,614,567; (8) 
962.797." $4,971,416; (9) Michigan, $4,- 
P 21; (10) Towa, $4,700,136. 
Vv oe Mutual: Producers: (1) C. 
Philadchc Cincinnati; (2) W. T. Smith, 
delphine is (3) G. Wright, Jr., Phila- 
(5) 1a; (4) W. R. Campbell, Boston; 
his “ae Mason, Philadelphia; (6) 
D Puce born, Jr., Philadelphia; (7) 
* +, McKinnon, Detroit; (8) C. M. Frey, 





(CONTINUED FROM PAGE 9) 


Philadelphia; (9) Charles Selig, New 
York City; (10) L. M. Buckley, Chicago 
- . . . Agencies: (1) Paul Loder, Phila- 
delphia; (2) Clancy D. Connell, New 
York City; (3) James H. Cowles, Los 
Angeles; (4) E. S. Albritton, Chicago; 
(5) Louis F. Paret, Philadelphia; (6) 
Nathaniel Reese, Detroit; (7) John S. 
Tunmore, New York City; (8) Samuel P. 
Ellis, Cincinnati; (9) Alex M. Hammer, 
Boston; (10) Willard K. Wise, Reading, 
i, = - . States: (1) Pennsylvania, 
$19,674,836; (2) New York, $15,269,891; 
(3) Illinois, $7,818,369; (4) California, 
$6,798,828; (5) New Jersey, $6,730,615; (6) 
Ohio, $5,643,394; (7) Michigan, $3,931,472; 
(8) Massachusetts, $3,746,498; (9) Mis- 
souri, $2,701,953; (10) Minnesota, §$2,- 
662,515. 

Pacific National Life: Producers: (1) 
Gene Hickman, $146,750; (2) H. G 
Spencer, $144,125; (3) Othello Hickman, 
$121,875 . . . . Agencies: (1) R. & O. 
Agency, $289,000; (2) R. W. Evans, $205,- 
000; (3) Gene Hickman, $172,250... . 
States: (1) Utah, $835,750; (2) Idaho, 
$422,500; (3) Montana, $331,000. 

Public National, Mo.: Producers: (1) 
J. Virgil Hoover, Oklahoma City, $525,- 
250; (2) C. W. Aitken, Oklahoma City, 
$320,918; (3) C. C. Hudgens, Little Rock, 
Ark., $301,759 . . Agencies (1) S. E. 
Johnson, Carnegie, Okla., $297,750; (2) 
W. B. Kincaid, Durant, Okla., $195,250; 
(3) Tulsa, Okla., $125,250 . . . . States: 
(1) Oklahoma, $2,723,450; (2) Arkansas, 
$1,191,250; (3) Missouri, $1,012,848. 

Seaboard Life: Producers: (1) Jack 
Moser, $206,621; (2) C. W. Jander, $205,- 
040; (3) S. R. Davis, $147,700; (4) Leo 
Willenborg, $159,330; (5) C. R. Darling, 
$123,320; (6) Hershel Burgess, $128,294; 
(7) I. P. Russell, $133,440; (8) R. L. 
Nauts, $106,155; (9) Roland Brice, $107,- 
889; (10) J. F. Olsen, $84,000.....Agen- 
cies: (1) Houston, (2) Longview, (3) 
Nacogdoches, (4) College Station, (5) 
All-State Group. 


Southland Life, Tex.: Producers: (1) A. 
C. Bayless, Houston, Tex., $1,828,888; (2) 
W. T. Gwaltney, Fort Worth, $830,603; 
(3) B. Tanenbaum, Austin, Tex., $378,- 
000; (4) Isadore Segall, Dallas, $349,960; 
(5) Koger Stokes, San Antonio, Tex., 
$288,877.....Agencies: (1) Houston, $2,- 
826,338; (2) Forth Worth, $2,066,610; (3) 
Dallas, $1,751,917; (4) Sweetwater, Tex., 
$1,190,074; (5) Austin, Tex., $1,128,725. 
....States: (1) Texas, $14,830,355; (2) 
Oklahoma, $939,500. 

Sun Life, Can.: Producers: (1) A. 
Eschner, Los Angeles; (2) R. L. Stevens, 
Evansville, Ind.; (3) E. A. Irwin, Wil- 
mington, Del.; (4) M. M. Webber, Kan- 
sas City, Mo.; (5) L. Pascaud, Canton, 
O.; (6) A. W. Doenges, Jr., Chicago; 
(7) F. A. Hardesty, Charleston, W. Va.; 
(8) C. C. Carroll, Nashville, Tenn.; (9) 
H. J. Brooks, Richmond, Va.; (10) W. H. 
Deacon, New Haven, Conn..... Agencies: 
(1) E. W. Owen, Detroit; (2) H. S. Stand- 
ish, Los Angeles; (3) E. Jordan, Phila- 
delphia; (4) D. J. Scott, Chicago; (5) 
D. M. Cowan, Cleveland; (6) D. A. Cam- 
eron, Boston; (7) E. C. Hoy, Newark; 
(8) F. S. Ross, San Francisco; (9) R. H. 
Finger, Pittsburgh; (10) R. E. Croas- 
daile, Canton, O.....States: (1) Ohio; 
(2) Michigan; (3) Pennsylvania; (4) 
California; (5) Illinois; (6) New Jersey; 
(7) Massachusetts; (8) Washington; (9) 
Indiana; (10) Missouri. 

Trinity Life. Producers: (1) Hark- 
rider Agency; (2) A. W. Walker; (3) W. 
D. McAlister. 

United Benefit Life, Neb.: Producers: 
(1) G. W. Johnson, Phoenix, Ariz., $573,- 
577; (2) J. D. Sharp, Nashville, $377,750; 
(3) A. H. Creutz, Detroit, $257,631; (4) 
Byron Cannon, Visalia, Cal., $239,000; 
(5) Jacob Dobrin, Portland, Ore., $222,- 
000; (6) L. H. Griffith, Spokane, Wash., 
$201,200; (7) M. G. Sleight, Detroit, $196,- 
750; (8) E. G. High, Ashland, Ore., 
$190,500; (9) Victor Eisenstein, Mar- 
shall, Mo., $179,500; (10) Ben Erickson, 
Boise, Ida., $169,000.....Agencies: (1) H. 
K. Coffey, Portland, Ore., $3,240,739; (2) 
E. B. Brink, Detroit, $1,926,442; (3) E. 
Hundahl, Dallas, Tex., $1,548,143; (4) D. 
C. Smith, Phoenix, Ariz., $1,482,958; (5) 
Redfield & McGurk, Chicago & Indian- 
apolis, $1,287,831; (6) Jarvis Agency, 
Oakland, Cal., $848,800: (7). Walker- 
Hiner, Salt Lake City, $845,470; (8) A. 
W. Heuertz, Memphis, $705,000; (9) W. 
E. Cox, Louisville, $691,981.....(10) C, 
R. Kate, Minneapolis, $675,200. States: 
(1) Michigan, $1,905,930; (2) Illinois, 
$1,839,696; (3) Oregon, $1,539,921; (4) 
Missouri, $1,334,209; (5) Washington, 
$1,330,628; (6) Texas, $1,240,626; (7) Cal- 
ifornia, $1,118,700; (8) Arizona, $1,043,- 
063; (9) Nebraska, $1,035,686; (10) Ten- 
nessee, $976,877. 





Different — Modern — Quick Selling 


READY CASH POLICY 


(Copyrighted) 


Note these 6 features: 


5. Ordinary Life or 20 pay life 
— ages one month to 55 
years. 


6. Each READY CASH POL- 
ICY as well as every contract 
issued by this company is 
registered with the State of 
Kansas and secured 100% by 


4. Incontestable from date of deposit of approved securi- 
issue. ties with the State. 


“Give ’em what they want and they will buy” goes an old saying. This truth 
is apparent in the success of the READY CASH POLICY. People want it 
because it fits a particular need and for that reason they have been buying it 
enthusiastically. Great American Life agents have profited from this ready 
acceptance of the READY CASH POLICY. You can also. 


1. Draft and claim form con- 
tained in each policy pro- 
vides immediate cash to ben- 
eficiary at local bank. 


2. Issued only in $500 policies. 
3. Protects other insurance and 


gives READY CASH at a 


time it is needed most. 





GREAT AMERICAN LIFE 


INSURANCE COMPANY 


Stephen M. Babbitt, President 
Hutchinson, Kansas 


Write for details and available territory in Kansas, Missouri or 
Oklaho: 














$84,527,279.00 


Of New Business Written 
In 1934 Represents a 77%, Increase Over Our 1933 Produc- 
tion. A new organization record for a single year! 


WOODMEN OF THE WORLD 


LIFE INSURANCE ASSOCIATION 
insurance Bldg., 17th and Farnam Sts. 
OMAHA, NEBR. 

Assets More Than $119,000,000.00 
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...“acredit to the institution 
of life insurance’’ 


HE management of the Old Re- 

public Credit Life is endeavoring 
to build a company that will be a 
credit to the institution of life insur- 
ance. It is our desire to handle every 
transaction intelligently and with the 
sincere purpose of doing what is 
best at all times for our policy- 


holders. 


To "do as you would be done by" 
is an old but true saying. It has 
been of immeasurable help in guid- 
ing the affairs of this organization. 


OLD REPUBLIC CREDIT LIFE 


INSURANCE COMPANY 


221 N. LaSalle St. Chicago, Ill. 




















Men Wanted — Reliable and Trustworthy Men To Sell 


The United SixWay Protection Contract 
All in ONE POLICY: 


1. IF YOU LIVE TO AGE 65—it will pay you $5,000. 
2. IF YOU DIE BEFORE AGE 65—it will pay your family $5,000. 
IF ANY FATAL ACCIDENT should occur to you—it will pay your 
y 


x 

$10,000. 
4 IF we ag GS FATAL ACCIDENTS should occur to you—it will pay your 
6. 


7. 
IF ACOIDENTAL INJURY should totally incapacitate you—it will pay 
you $50.00 per WEEK for 52 WEEKS, and $25.00 per EK thereafter. 
This pays for ONE DAY, ONE WEEK, ONE YEAR or for LIFE. 


pret: etemerne mC 
n-Pro 
IN ADDITION: a 


6. IF YOU BECOME TOTALLY AND PERMANENTLY DISABLED—you 


the FULL FACE VAL 
GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 
AVAILABLE. 


Write—Agency Department 
UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
Concord, New Hampshire 











Rockford Life Has a Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 

Dear Sir: 


It Concerns Contract Direct 


With the Company 


SEND ME THE MESSAGE 
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LIFE MEN ARE FEATURED 


The meeting of the New York City 
Blue Goose, the fire insurance organi- 
zation, held’ in Newark, marked a de- 
parture from any previous gathering, 
in that the guest speakers were all life 
men, each of whom told interestingly 
of trends in his particular field. What 
the Prudential had done in improving 
housing conditions in Newark was the 
subject reviewed by W. I. Hamilton, 
vice-president, who illustrated his talk 
with a number of photographs and 
charts. At the request of the munici- 
pal authorities and with their coopera- 
tion the Prudential erected two large 
model apartment buildings, one for 
white and the other for colored tenants, 
both designed to rent at modest fig- 
ures. The former structure is now 80 
percent occupied and the latter 97 per- 
cent, attesting the demand that existed 
for residences of the type. To the sur- 
prise of the management the investment 
proved a paying one, even within a brief 
period. The interest return justified 
the cash outlay, quite apart from the 
humanitarian principle involved. 

The trend of the socialization poli- 
cies advocated by the federal adminis- 
tration was considered by Vice-presi- 
dent J. S. Thompson of the Mutual 
Benefit Life, who predicted that the 
competition that might be expected to 
develop to private life and accident 
companies, because of the legislation, 
would be exceedingly slight, and one 
for which underwriters need not feel 
concern. 

The talk of C. J. Zimmerman, gen- 
eral agent Connecticut Mutual Life, was 
largely on selling methods. He offered 
a number of practical suggestions that 
could profitably be applied by fire as 
well as by life and casualty field men. 

A strong plea for greater support 
of! the group life plan of the Blue Goose 
was put forth by C. P. Helliwell of 
Milwaukee, insurance secretary of the 
order, who bluntly stated that unless 
a larger number of members take ad- 
vantage of the liberal proposition of 
the Lincoln National Life, there is 
likely to be a marked change in the 
attitude of that company toward its 
present coverage. 

In the absence of Most Loyal Gan- 
der Clarence Axman in Florida, T. B. 
Donaldson acted as master of cere- 
monies. 


— 


Which Contract Controls? 


The General American Life has ap- 
pealed to the Nebraska supreme court 
to determine whether, when it issued 
new policies to replace those issued by 
its predecessor company, the Missouri 
State Life, without reexamination, the 
provisions of the new policy or those of 
the old one governed. Harry Morse of 
Omaha, after carrying a Missouri State 
Life policy for ten years, cut down the 
amount of his insurance rather than con- 
tinue with a lien on his Policy, and a 


| new policy was issued containing the 


one-year suicide clause. He killed him- 
self 33 days later. The lower court held 
the company liable on the theory that 
the policy change did not affect the old 
contract. The company contends that 
the policy was a new contract, that it 
was so stated in the policy, and that the 
suicide clause applied. 


Agency Holds Night School 

The Columbus agency of the Ohio 
National Life, J. W. Millholland, gen- 
eral agent, is holding a night school 
each Wednesday from 7 to 9 p.m. It 
will continue throughout the year. Ma- 
terial to be used covers the whole field 
of life insurance. The texts includes 


“The Essentials of Life Underwriting,” 
issued by The National Underwriter. 
The meetings will be on the seminar 
plan and in addition to a discussion of 
each lesson there will be a written quiz. 


Schuster New John Hancock 
Kansas City General Agen; 





C. F. Schuster, manager of the broker. 
age department in the W Houze 
general agency of the John Hancock jp 
‘Chicago, has been appointed ordinary 
‘general agent at Kansas City, Mo,, ¢. 
fective March 1. His office will be in the 
Commerce Trust building. Mr. Schuster 
is a large personal producer, having pai 
for $740,000 in a year. He has been with 
Mr. Houze ten years, the last seven a; 
brokerage manager, starting from scratch 
and building to large volume. Prior to 
entering life insurance, he was for ten 
years in the investment banking busi. 
ness in Chicago, being office manager 
for the brokerage firm of Babcock, Rush- 
ton & Co. 

J. R. Jones, connected with the John 
Hancock for 20 years, of which for 10 
he has been cashier for Mr. Houze, suc- 
ceeds Mr. Schuster as brokerage man- 
ager. 


Annuity Payments Report 
Rule of U. S. Is Explained 


Life companies must file annual re. 
turns showing status of annuity income 
payment accounts so that at the proper 
time under provisions of the 1934 reve- 
nue act the annuity payments may be 
taxed in full as income, it is explained 
in a letter received by the American 
Life Convention from C. T. Russell, 
deputy commissioner of the bureau of 
internal revenue. 

The act requires that amounts te- 
ceived to the extent of 3 percent of ag- 
gregate premiums, or consideration, paid 
for the annuity constitute income each 
year, the remainder being applied against 
the amount of consideration until it is 
wiped out, when further annuity pay- 
ments received are taxable in full as in- 
come. The returns from companies will 
serve as a check against income tax te- 
turns of annuitants. 

‘Companies must file the returns in 
each case in which the consideration has 
been checked off, whenever $1,000 or 
over is paid to a single person in a cal- 
endar year, or $2,500 or more to 4 
married person whose marital status 1 
known to the company. Where the ba- 
sis has not been wiped out, the amount 
paid in a calendar year not exceeding 3 
percent of consideration is taxable 1- 
come, and must be reported on form 
1099 if it equals $1,000 or $2,500 as 
above. Payments on policies surfet- 
dered before maturity and lapsed poli 
cies need not be so reported. 





Won’t Dictate on Insurance 


SAN FRANCISCO. Feb. 21—In 
cases where local agents are giving good 
service, the California-Western States 
Life will not direct to any particulat 
agency the insurance on property 
which it has made loans, according t0 
a letter from O. J. Lacy, president o 
the life company, to E. R. Pickett, pres 
dent California Association of Insurance 
Agents. 

If, however, at any time there is ev 
dence of inefficient service or extended 
credit to borrowers indiscriminately, 
with the idea that the life company wl! 
advance premiums, the company WI 
then place the coverage with agents of 
its own choice, said Mr. Lacy. 


Publication Is Discontinued 


Medical Economics, Inc., has 4 


-nounced discontinuance of “Life Inst! 


ance Digest,” published at Rutherford, 
N. J. This was a publication contait 
ing a departmentalized digest of m* 
terial from other insurance periodical 


Insurance Women Hear Ebertz 


F. P. Ebertz, general agent Nationa 
Life of Vermont, spoke before the It 
surance Women’s League of San Frat 
cisco on “The Human Side of Life It 
surance.” Another speaker was MS 
Eleanore Ferrand Ross of the Fit 





man’s Fund, author of “Beloved City.” 
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Three Topnotch Salesmen Are 
on I'ri-State Program 





— 


PHILADELPHIA, Feb. 21.—Some- 
thing new in sales congresses was put 
on by the Philadelphia Association of 
Life Underwriters, with the largest at- 
tendance in history, 1,205, at the Tri- 
state Sales Conference. An unusual 
feature was the very large attendance of 
women. Instead of an all day program, 
the conference started with a luncheon, 
after which three topnotch speakers 
gave inspirational addresses, advising 
to forget staid mechanics of life insur- 
ance and to dramatize it and show 
what it can do and is doing. 

M. R. Orr, president Philadelphia as- 
sociation, was to have presided at the 
gathering of Pennsylvania, New Jer- 
sy and Delaware agents, but was ill. 
A. V, Tisdale, vice-president, took his 
place. H. S. Phillips, Jr., Ralph En- 
glesman’s young million-dollar producer 
in New York City, was to have been 
the first speaker, but was in a hospital 
recovering from a minor operation, so 
ing department. In this respect the 
Felix Levy, New York, outstanding 
personal producer of the Penn Mutual 
Life, was substitute. 


Announce Noted Speakers 
for Subsequent Meetings 


Between addresses, it was announced 
educational meetings would be held in 
March and April, and that Dr. S. S. 
Huebner would speak at the policy- 
holders’ luncheon in May and that T. 
M. Riehle, president National associa- 
tion, would address the June meeting. 

Felix Levy opened the program on 
“Closing.” He talked on his own 
theory, or working tactics, citing six 
cases closed within the last six weeks, 
showing why and how he made the 
sale. Successful selling is built around 
two things, he said, mental attitude and 
adequate preparation. 

“The man with brains has the edge 
over the other fellow,” he said, “but 
that edge disappears if he doesn’t put 
it into use. My mental attitude is that 
I can close every man I talk to.” He 
cited Babe Ruth, who expected to hit 
ahome-run every time he went to bat, 
although he knew he couldn’t; and Bob- 
by Jones, who expected a long straight 
tive. He said they were not overly 
optimistic, but merely supremely con- 
fident in their own ability, and when 
they failed had to ability to rebound. 

Adequate preparation, he said, causes 
the agent to be confident and to gain 
the confidence of the prospect. 





His six cases were: 

No. 1. A member of the stock ex- 
change, joint case; proposal $100,000; 
prospect wanted to leave $4,500 a year 
to wife. He had $80,000. It was pointed 
out that his goal was $100,000, but he 
was $20,000 short; that he could buy 
insurance cheaper now as he was close 
to an age change. 


; No. 2. Member of Stock Exchange, 
insured eight times, total insurance 
$110,000. Didn’t want more insurance 


as he thought inflation was coming and 
the dollar would be worth less. Closed 
for $40,000 by argument his life insur- 
ance would be worth less, too, and more 
would be needed to do what he wanted 
done. 

No. 3. Levy’s own lawyer, member 
of class in college; had worked together 
on trusts. “In the work that we have 
done together,’ Levy told him, “we 
overlooked your case entirely.” The 
lawyer took $7,500 clean-up fund. 

No. 4. A youngster of 15. Levy had 
sold father $180,000 business insurance 
in November. The father said he had 
enough life insurance. Levy pointed out 
that son would need it for same reason 
some day. Could be bought cheaper 
today. Closed $15,000. 

No. 5. Person to whom Levy was 
recommended. Had $82,000 and said it 
was enough. “Is it trusteed?” Levy 
asked. The answer paved the way to 
additional $18,000. 

No. 6. Member’ of stock exchange 
house with whom. Levy had worked in 
community chest drive. “You can’t 
get me life insurance,” Levy. was told. 
Had man examined and $20,000 issued 
with premium $1,000. 

“I try to close almost from the first 
sentence,” he said. “After all, we only 
need one ‘Yes. We must love our 
business. We must get a kick out of 
it. We must believe in it. We must 
have courage to do a thorough job. The 
sale is made and closed, not in line 
with the prospect but in line with the 
salesman.” 

Vash Young of New York, who has 
paid for more than $1,500,000 since the 
first of the year, spoke along the line 
of winning the little wars in every day 
life. To be a success, the agent must 
first learn how to overcome disappoint- 
ments. He said that if he had an edge 
over the average agent, it was in ap- 
plication of common sense and elim- 





ination of waste motion and destructive 
thoughts and emotions. 

He told of a case in December where, 
because of the impending change in an- 
nuities, he had aroused the interest of a 
Chicago man and secured a $100,000 
single premium retirement annuity. 
While waiting for the contract to come 
through, he received a wire that another 
company had a better rate and to get a 
policy from it as well. Then he re- 
ceived a long distance call from the 
prospect that lawyers had told him 
that he was foolish to consider an an- 
nuity, and he was backing out. Young 
did not argue over the phone, with the 
prospect paying the toll, but made an 
appointment in New York. He pre- 
pared a memorandum. 

In the interview the prospect showed 
him a letter from the attorneys attack- 
ing the program, and several mistakes 
in calculating tax and borrowing capac- 
ity were found, Then the prospect 


read Young’s memorandum, and asked: 


“Which contract do you recommend 
that I take?” The answer was, “Both.” 
“You have lost money at the peak of 
your career. Don’t tempt fate again.” 
He walked out with a check for $200,- 
000. 


Public Better Sold on Life 
Insurance Than Agents 


Young said the public is more sold 
on life companies and what they can 
do than the agents. Life insurance does 
\something nothing else can do. “If we 
could be in the money business, selling 
money, we'd never be out of prospects. 
Yet that is what life insurance camn- 
panies do—sell money on an install- 
ment basis.” 

Time is the most valuable thing the 
agent has, he said. It is what is done 
with time that.is the difference between 
success and mediocrity. in life insur- 
ance. 

C. C. Day, general agent Pacific Mu- 
tual, Oklahoma City, spoke on “Phil- 
osophy of Living,” telling how he 
searched for the most important thing 
in life and found it to be income. Four 
things destroy earning power: Death, 
disability, old age and unemployment. 
“There you wind up at life insurance,” 
he said. : — 

There are five cardinal rules of sell- 
ing: (1) Never argue. (2) Never talk 
life insurance if you want to sell life in- 
surance. Most men have expert opin- 
ions on life insurance. (3) Always talk 
life. (4) Agreement on majors. “Men 
get old and die. Their source of in- 
come stops and a new source must be 
found.” (5) Don’t let the prospect 
write the rules. 

He cited several cases to illustrate 
how he worked his philosophy of liv- 
ing into sales talks. 











ALES IDEA 


OF THE WEEK 





Stressing the placing of a dollars-and- 
cents value on human life, F. L. Jones, 
vice-president Equitable Life of New 
York, told the New Orleans Association 
of Commerce that more attention should 
be paid in life insurance to the value 
theory instead of the protection theory. 
Answering his own question, “How val- 
uable is a man’s life?” Mr. Jones said, 
“It is as valuable as the capitalization 
of his earning power, machinery and 
stock deducted. For instance,” he con- 
tinued, “a lawyer earns $4,000 a year in 
fees. He is the asset which produces 
this return. It would take $100,000 of 
tax-free bonds, at 4 percent, to yield 
that much, and that is what his life is 
worth in dollars and cents. This is the 
principle that should be applied by 
everyone seeking to answer the question 
for himself.” 

* x 

W. H. Tappan, Pacific Mutual Life 

roducer, talked to the Life Insurance 
Seca of Los Angeles on his successful 
sales plan. His program calls for: 25 
hours devoted to active field work each 
week; at least 50 calls on prospects, in- 
cluding 25 new calls, which in his case 
resulted in an average of 30 qualified 
interviews, seven closing talks and the 
completion of two sales. With knowl- 
edge of the business, plus prospects, this 
definite weekly program of calls and 
interviews if followed: systematically in 
a determined effort will lead to substan- 
tial production. Mr. Tappan also de- 
votes four hours each week to the study 
of life insurance salesmanship, and 10 
minutes each day to record-keeping. 

Joseph Charleville, managing director 
Life Underwriters Association of 
Angeles, outlined the accomplishments 
of his organization and plans for 1935. 
Other speakers were Phinehas Prouty, 
Jr., Massachusetts Mutual Life, and_J. 
R. Mage, Northwestern Mutual Life, 
president Life Underwriters Association. 





Heads Latin-American Field 
S. E. Allison, vice-president and actu- 
ary of the Pan-American Life, has been 
made vice-president in charge of Latin- 


.American and West Indies agencies. He 


joined the company in 1917 and was 
made a vice-president in 1926. He will 
be in charge of all business in Central 
and South Ametica and the West In- 
dies. The company now has agencies 
in 17 countries in these areas. Mr. Alli- 
son recently returned from Mexico City. 
E. F. Holtzman, assistant actuary, will 
be acting actuary pending appointment 
of a successor to Mr. Allison. 
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Elementary to College Courses 





An advanced development in the 
training of life agents has been inaug- 
urated by the One La Salle Organiza- 
tion of the Northwestern National Life 
in Chicago. This is a complete course 
of training extending over two years, 
comprising elementary, advance and 
graduate classes comparable to grade, 
high-school. and college... In the in- 
terim between schools there is a pro- 
gram of thorough field training. 

The instruction and direction of the 
schools is similar to that of seminar 
work in advanced university or college 
instruction. For new men there is the 
elementary school, with sessions daily 
for a week. The “high school” or ad- 
vanced school is for more experienced 
agents and covers scientific prospecting, 
advanced sales methods, practical use of 
applied psychology in selling, case 
analysis and personal efficiency. The 



















“college” or graduate school includes 
development of dynamic personality 
with training in motivation, human in- 
terest and visualization of human needs. 
This school will continue from four to 
six months, one-hour sessions to be held 
weekly. 

Instruction will be directed by W. N. 
Stafford, home office representative in 
Chicago, assisted by H. D. Hoffman, 
agency supervisor; P. L. Rohrer, re- 
search and consulting psychologist to 
insurance agents; W. R. Jenkins, con- 
sulting sales research engineer, and 
other specialists in training. Members 
of the home office staff will participate. 
The advanced school started Feb. 20. 
Syllabus for the schools is: 


Elementary School 
Life Insurance Fundamentals,—Outline 





of principles of construction of life 
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COATES & HERFURTH 
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111 West Monroe Street, Chicago 
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Washington Office, Shoreham Bldg. 





DONALD F. CAMPBELL 
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Consulting Actuaries 
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Statisticians 
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policy and general basic forms. Short 
outline of human needs that various 
policy forms are best adapted to fill. 

Ratebook Instruction.— Brief outline 
of most important policies; special in- 
struction on at least one form. 

Elementary Prospecting—Simple prac- 
tical method of maintaining a constant 
source of prospects. 

A Simple Sales Plan.—Includes study, 
adaptation and practice in correct sales 
presentation. 

Supervised Field Assistance.—Personal 
help of a well-trained salesman. 

Doorway Course to Life Underwriting. 
—Correspondence course, begins first 
week and extends for five weeks. 





'C.L.U. NEWs 


H. P. Douglas, branch Manager of 
the Prudential, has been elected secre. 
tary of the Montreal C. L. U. chapter t, 
succeed A. D. Poitras, Sun Life who 
has been transferred to Quebec. ' 

* *K * 


W. M. Liscom, general agent Banker. 
Life of Nebraska, was elected teak 
and Miss Ethel M. Wood, Equitabj 
Life of Iowa, secretary-treasurer of th 
Cleveland C. L. U. chapter. 

Se he 


R, G, Richards, agency secretary Aj. 
lantic Life, addressed the Baltimore ( 
L. U. chapter, outlining a program ¢ 
publicity for the organization and als 
for the individual underwriter. 

* * * 

W. H. Burns of Pihladelphia, wel 
known for his production records an 
selling methods, will address the Feb, 
1 oo of New York chapter, ¢ 





Advanced School 


Method of Instruction.—Seminar basis 
with frequent questionnaire periods and 
guided discussions for ten weeks. 

Personal Management.—This work is 
basis for procedure in producing greater 
effectiveness in agent’s work. 

Advanced Training in Prospecting.— 
Carefully selected methods of finding 
prospects and maintaining accurate 
record of them. 

Sales Demonstrations.—Work visual- 
ized with sales demonstrations, methods 
told, and then shown. 

Importance of Applied Psychology in 
Modern Salesmanship.—Sets up definite 
methods of acquiring new names by 
tactful psychological procedure. 

Case Analysis. — Practical classroom 
discussions on actual cases encountered 
and fundamental principles of analysis 
applicable to all cases. 

Intelligent Use of Sales Presentations 
With Visualized Selling Equipment.— 
Covers instruction in use of visual sales 
equipment as well as actual demonstra- 
tions. 

Advanced Study of Time Control.—In- 
struction in organizing self more ade- 
quately to own personality, with allow- 
ance for phase of the agent’s work in 
which he is the most effective. 

Requirements.—Completion of first 
school, with satisfactory field record or 
acceptable record with previous experi- 
ence. 


* ok Ox 


The date of the meeting of the Chi. 
cago chapter of C. L. U., at which T, 
M, Riehele, Equitable of New York in 
New York City and president Nationa 
Association of Life Underwriters, wil 
speak, has been changed to March 21, 

* * * 

A Hartford chapter of the C, L. U. 
has been organized. The six Hartford 
men who have been C. L. U. people 
since the founding of the American Col- 
lege of Life Underwriters eight years 
ago acted as a committee to adopt con- 
stitution and by-laws and elect officers 

S. Churchill, Phoenix Mutual, was 
chosen president, he being the first life 
man in Connecticut to complete the 
C. L. U. examinations in 1930. He is in- 
surance counselor at the head office of 
the Phoenix Mutual. W. W. House, 
general agent New England Mutuwl 
Life, was elected vice-president, he 
being a past president of the Hartford 
Life Underwriters Association. W. 8. 
Pratt, supervisor Northwestern Mutual 


Graduate School 


Power of Motivation in Selling. 

Function of Creating Imagination in 
Selling Insurance. 

Psychology of Integrated Personality 
As Relating to Selling Insurance. 

Requirements. — Satisfactory comple- 
tion of advanced school with acceptable 
field work with the company. 








ELDER A. PORTER 


F. A. 8. FLA. A. 


Consulting Actuary 


102 Maiden Lane 
NEW YORK, N. Y. 


Life, was chosen secretary. Other char- 
ter members are R. E. Benjamin, Mv 





WANTED . 4 : 
Chicago man 25 to 35 wanted as agency as- tual Life, N. Y.; Melvin Shulthies 
ency of large Com- | agency assistant Connecticut General 
y. Replies are also invited from those who 


and J. H. Wood, Life Insurance Sale 
Research Bureay. 
* 


. Write ications in full. 
B-4s, NATIONAL UNDERWRITER John C. Kidd, executive secretary 0 

















Woodward and Fondiller, Inc. 
Consulting Actuaries 
90 John Street, New York 
Telephone Beeloman 3-6799 





Woodward, Ryan, Sharp, Davis & Heztot 


Jonathan G. Sharp W. Harold Bittel 
lyn M. Davis ‘obert S. Hull 
Edward H. Heslets John Y. Ruddock 


Partners - Associates 
Ninety John St, New York, N. Y. 

















PENNSYLVANIA 














ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. Bldg., Jefferson City, 
an 
800 Security Building, Kansas City 








THE BOURSE 


FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
Higgins 


the Indiana- Association of Legal Re 
serve Life Companies and former It 
diana commissioner spoke to the It 
dianapolis C. L. U. chapter on “Cox 
fidence—the Fabric of Life Insurance’ 
He recounted the manner in which lit 
companies had survived the depressiot 
and the new confidence the investing 
public has in the institution of life 
surance. 
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Will guarantee a minimum production of $500,000 
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THE NATIONAL UNDERWRITER 





» RECENT COURT DECISIONS . 








Not in Fraud of Creditors 





Refuses Claims of Persons Alleged to 
Have Been Bilked by Assured 
in Stock Deals 





The Massachusetts supreme judicial 
court has refused to establish a trust in 
the proceeds of policies where the plain- 
tif claimed that the insured had mis- 
appropriated funds and used them to 
pay premium. The case was Tolman 
ys. Crowell et al. 

The bill alleges that Crowell falsely 
represented that he was legitimately 
engaged in the stock brokerage busi- 
ness and induced Tolman and others to 
deposit with him money and securities 
to invest; that Crowelll intended to di- 
vert and convert these securities to his 
own use and that the value of the money 
and securities thus deposited was $350,- 
000. When he died in January of 1933, 
Crowell was insured for $350,000. 

The bill does not allege that any of 
the beneficiaries had knowledge of the 
misappropriation by Crowell or that he 
used the misappropriated money to pay 
the premium or that the beneficiaries 
participated therein. Nor does it set 
forth the amount of money paid by 
Tolman or by any other customers 
through Crowell or the dates of such 
payments; nor is there an allegation as 
to the amount of premiums paid by 
Crowell. 


Only Creditors Have Rights 


The higher court held that from the 
provisions of the Massachusetts law 
only creditors of the insured have any 
tights in or to the proceeds of the pol- 
ities as against beneficiaries. If the 
plaintiff is a creditor he can recover 
only the premiums paid in fraud of 
creditors within the period governed by 
the statute of limitations. He is not 
permitted to maintain a bill to estab- 
lish a trust in the proceeds against the 
beneficiary. No allegation which would 
watrant a finding that the insurance 
companies or the beneficiaries had any 
knowledge of a breach of trust by the 
insured. The statute providing that 
premiums paid in fraud of creditors 
shall inure to creditors from the pro- 
ceeds of policies applies only to the 
person effecting such insurance, who is 
the one who takes out the policies or 
procures them to be taken out. There 
is no allegation to show what money 
or property of Tolman had been used 
or paid by Crowell as premium. 





Rescission Is Ordered 


The New York appellate division, 
first department, has entered a decree, 
upon application of the Guardian Life 
Tescinding the disability benefit pro- 
visions of a policy issued to one Katz 
on the ground that he asserted in the 
application that he had never been ex- 
amined for or applied to any company 
for insurance without having received a 
policy of exact kind and amount applied 


As a matter of fact, Katz applied for 
4 $10,000 policy with the New York 
ife and was turned down. He also 
Said he had been last examined for in- 
Surance in 1927, when, as a matter of 
act, he had been examined in 1930. The 
trial court held that the Guardian Life 
failed to establish material misrepre- 
sentation. 
., phe higher court held, however, that 
if a truthful answer had been made to 
- question, the Guardian Life would 
ave discovered that Katz was suffering 
Tom a serious ailment, the nature of 
which Was such that no insurance com- 
Pany would have issued a policy, the 
Contract having been induced by false 


Fepresentation should be rescinded and 
Canceled, 





Status of the Guaranty Fund 


Member’s Deposit Does Not Have to Be 
Applied to Assessment Due Be- 
fore Certificate Lapses 








The deposit of an insured in the guar- 
anty fund of a mutual assessment life 
company does not have to be applied 
to the payment of any assessment due 
from the member, before the certificate 
lapses. This was the decision of the 
Oklahoma supreme court in Galbraith 
vs. Bankers Life. 

Sebring was the insured. He did not 
pay an assessment of $17.10 payable 
Jan. 31, 1928. When he took out his 
certificate of membership in 1896 he de- 
posited $38 with the guaranty fund, 
which deposit was required as a condi- 
tion precedent to membership. Because 
of non-payment of the assessment, Se- 
bring’s membership was canceled and 
the guaranty deposit of $38 was for- 
feited. Galbraith contended that $58 
must be applied for payment of any as- 
sessment due, before the certificate 
lapses. 

The higher court held that such de- 
posit became a part of the guaranty 
fund of the association and did not be- 
long to any individual member. It was 
in the nature of a trust fund, usable 
only for the purposes set forth in the 
membership certificate, articles of in- 
corporation and by-laws. 





General Agent’s Contract 
Not Breached, Court Says 


The United State circuit court of ap- 
peals for the fifth circuit (Texas) has 
affirmed the decision of the trial court 
in finding for the Union Central Life 
in a suit brought by General Agent 
Shepherd of Texas, who alleged breach 
of contract in that the Union Central 
terminated in February, 1933, his con- 
tract as general agent, which was by its 
terms to run until June, 1939. 

The company relied upon a provision 
in the contract reading: “This con- 
tract may be terminated on 30 days. no- 
tice in writing, except as provided in 
article 7, at the option of the party of 
the second part (Shepherd); or at the 
election of the party of the first part 
(the company) that the party of the sec- 
ond part shall fail to perform any of 
his agreements as herein expressed, or 
shall fail to conduct the business or se- 
cure an amount of insurance, satisfactory 
to the company.” 

In the Union Central was really dis- 
satisfied, it had the right to end the 
relationship, whether its dissatisfaction 
seemed reasonable to Shepherd or not, 








Double Indemnity for 
Eating Poisoned Rabbit 








Double indemnity benefits are pay- 
able on account of death resulting from 
eating poisoned rabbit meat, according 
to the Illinois appellate court, fourth 
district, in Schornick vs. Prudential. 

In the ‘lower court, the Prudential 
offered no evidence and at the close of 
Schornick’s evidence, the court per- 
emptorily instructed the jury to find 
for Schornick. 

The higher court held that it was 
definitely established that the deceased 
ate a rabbit; that he took violently sick 
a very short time afterwards and that 
prior to that time he was strong and 
healthy. The doctor said: “I knew in 
the beginning that the sickness was due 
to the rabbit poisoning.” It is uncon- 
tradicted by facts and circumstances. 
The court below was fully warranted in 
giving the instructions. 





the court held. Shepherd is not deprived: 


of his interest in what he had done, for 
he gets his commissions on renewals. 
Only his employment ceases. On the 
question whether the Union Central’s 
dissatisfaction was real only an affirma- 
tive verdict could rightly have been ren- 
dered. In 1925 Shepherd had trouble 
with his soliciting organizations. It be- 
came acute again in 1931. Lack’of firm- 
ness was charged to Shepherd, that 
promises were forgotten, contracts given 
agents of low quality and cancellation 
of contracts threatened. The agents 
were in financial straits and their morale 
broken There were grave deficiencies in 
his management which had twice caused 
a crisis and at which the company had 
been long and seriously dissatisfied. 
There was no personal hostility to Shep- 
herd. There was no favoritism to his 
successor. 





Minnesota Provision as to 
Reinstatement Construed 





The Minnesota supreme court has 
handed down an interesting decision on 
the standard statutory provision of that 
state: “If default be made in the pay- 
ment of the agreed premium for this 
policy, the subsequent acceptance of a 
premium by the insurer or by any of its 
duly authorized agents shall reinstate 
the policy, but only to cover accidental 
injury thereafter sustained and such 
sickness as may begin more than 10 
days after the date of such acceptance.” 
The case was Garber vs. Equitable Life 
of New York. 

The annual premium of $134 was due 
May 19, 1933. Garber did not pay until 
June 19 and asked to have the check 
held until June 27. Garber received a 
letter from the Equitable on June 21, 
returning ‘the check and directing him 
to go to a doctor for examination. The 
court stated there could have been no 
other purpose apparent to Garber, in 
view of the provisions quoted than for 
the company to satisfy itself that he 
was not then suffering from any acci- 
dental injury or sickness. The plain 
inference is that if the check was re- 
turned as negotiable—free from the 
pinned slip—it would be accepted. It 
was properly returned with the doc- 
tor’s certificate and the check was de- 
posited for collection by the Equitable 
Life agent on June 24 and paid by the 
bank two days later. 

This constituted an acceptance of the 
premium by an agent of the Equitable 
Life, within the meaning of the stand- 
ard provision of the policy, the higher 
court held. The receipt returned to 
Garber, annexing this condition to the 
acceptances was of no force: ‘Such sum 
is received only for transmission to the 
home office of the society in New York 
and the society is in no way committed 
thereby to the acceptance thereof.” 





Question for Jury 


Where an accident in itself is suffi- 
cient to cause the death of a healthy 
man, the question of the liability of the 
insurer under‘a double indemnity clause 
is to be determined by the jury, accord- 
ing to the Montana supreme court in 
Kingsland vs. Metropolitan Life. : 

The assured died in a fall from a chair 
on which he was standing, to reach 
something. He struck head first on the 
rough cement. Some time before that 
he had summoned a physician for heart 
trouble. The policies provided that 
double indemnity benefit would not be 
paid if death is caused or contributed to 
directly or indirectly, wholly or partially, 
by disease or by bodily or mentally in- 
firmity. The supreme court held the 
cause was properly submitted to the 
jury and substantial evidence supports 
the verdict. 








Nuts Are Held Not Legal 


For Payment of Premiums 











Payment of premium with nuts does 
not constitute a legally sufficient pay- 
ment of the premium, the Arkansas su- 
preme court has held in National Life 
& Accident vs. Ballentine. 

This was a 10 cents a week industrial 
policy. The National Life & Accident 
contended that the policy had lapsed at 
the time of the death of the insured. 
The possession of the policy did not 
raise the presumption that premiums 
falling due subsequent to its delivery 
had been paid, nor was there a showing 
that the insurer had authorized or rati- 
fied the payments not made with cash 
but with nuts. 








Accident Policy Covers 
Death From Starvation 





Recovery under an accident policy has 
been ordered by the Kentucky court of 
appeals where the assured, who became 
insane, following a fall, refused to eat 
and died from starvation. The case was 
Provident Life & Accident vs. Watkins. 

The insured was a railroad engineer. 
The fireman testified that Watkins 
arose to pull the whistle cord, failed to 
grasp it and fell back, striking his head. 

The court of appeals held there was 
no evidence conducing to show that 
Watkins was ill or had any disease or 
bodily infirmity and, conceding that his 
fall was due to a stroke, faint or other 
disease or infirmity, this case comes 
within the rule of Clark vs. Iowa State 
Traveling Men’s Association (Iowa) 135 
N. W. 1114. 


Finds No Ambiguity 

The exclusion of double indemnity 
benefits for death resulting from en- 
gaging as a passenger or otherwise, in 
submarine or aeronautic operations, ap- 
plies to one traveling as a casual, fare- 
paying passenger in a plane. This was 
the decision of the United States cir- 
cuit court of appeals for the sixth cir- 
cuit (Ky.) in Mayer vs. New York 
Life. 

The court held it is difficult to con- 
ceive of any way in which one could 
engage “as a passenger” in aeronautic 
operations except by simply riding in a 
plane. The phrase covers everyone, 
whether an airplane employe, pilot, me- 
chanic or executive, whether a fair pay- 
ing passenger or one traveling on a pass 
or under a license, whose death results 
from his presence on a plane at the time 
of the accident. There is no ambiguity 
in the excepting clause as written. 








Double Indemnity Denied 

Judgment has been entered by the 
Mississippi supreme court for the Vol- 
unteer State Life in a case involving 
claim for double indemnity benefit where 
the assured died from a ruptured spleen 
after engaging in a fight, which was 
provoked by him. The case was Laven- 
der et al., exrx., vs. Volunteer State Life. 

No weapons were used in the fight. 
An examination disclosed no evidence of 
an injury sustained in the scuffle such 
as wounds or contusions. An operation 
disclosed a ruptured spleen, which had 
been weakened due to malaria and which 
had ruptured during the fight. 

The high court held that the assured 
provoked the difficulty, made the assault, 
and was violating the law in so doing; 
and the policy does not cover these 
risks, and that death resulted from such 
violation of the law. 





















Modern Merchandising 




















“Every day, in every way, I find our 
ONE DAY PAY policy the key to the 
situation. It is quite amazing how that 
policy with its pictures and price can be 
manipulated to get bigger and better 
sales. I have placed the ‘Helen Hayes’ 
folder before them, and so far this week 
have closed a $4,000.00 Retirement In- 
come, two $1,000.00 Twenty Pay Life, 
and one $1,000.00 Twenty Year En- 


dowment.” 


@ This isa quotation from a recent letter from a lead- 
ing Central Life producer, located in South Dakota. 


The ONE DAY PAY is but one of the “Modern 
Merchandising” ideas being developed by the 
CENTRAL LIFE OF ILLINOIS. 
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